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Having entered the States of 
TEXAS and MINNESOTA 


We have desirable territory 
open for 
GENERAL AGENCIES 


CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 
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CONTRACT DIRECT WITH THE ; ‘ 
HOME OFFICE As They Come--- 
An old organization with a new plan now wants an , P : F , 
agent in every city of over 10,000 population. Offers Theodore Roosevelt on his African hunting trip relied 
for the first time an exclusive agency in the following most on a high powered weapon which would bring down 
= cities: F the game under all circumstances. 
3H] nis Wisconsin Missouri Michigan Pennsylvania The Life Insurance salesman in his hunt for business 
Cicer — St ao Fine ™ a can cash in on his prospects under all circumstances if 
Bast St Louis Mdieon a ca Tost if he is backed by Lincule hate Saevion 
Joliet Omaha Kalamazoo Philadelphia ° 
Rockford oven entbimaidines. Gee a The Lincoln National Life Insurance Company issues 
iediene Topeka Concord York policies on practically all applications sent in and issues 
— Za a omigaaal them with a dispatch which gives the agent an oppor=- 
ee tunity for record breaking delivery. 
The Inter-State is the only organization insuring 
only business and professional men for loss from ac- =e 
cident or sickness. (LINK UP(())wiTH THE (() LINCOLN) 
Premium Rates—The Lowest 
Policy Forms—None Superior > 
eed as aioe THE LINCOLN : 
4 Write the Home Office for particulars g : = 
: National Life Insurance Co. |E 
a | INTER-STATE “Its Name Indicates Its Character” 
sald BUSINESS MEN’S ACCIDENT ASSO. Lincoln Life Building 
RT WAYNE, INDIANA 
; Brown Hotel Building FO 
DES MOINES, IOWA Now More Than $210,000,000 in Force 
ERNEST W. BROWN, Sec’y-Treas. 4 
Tn NT © VVYUAVUVUUENT 1 TCC ee UTE CET 
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WANTED! 


Company with twenty-five years 
of successful old line experience; 
a Company with a large surplus; 
a Company with an unusually aggressive 
agency policy; a Company with a line of 
policies second to none in the country, 











Is opening in Iowa, Illinois, Wisconsin 
and South Dakota four or five general 
agencies with top contracts direct with the 
home office and would be interested in men 
who can meet the following requirements: 


A who have had experience in life 


insurance underwriting. 


who have produced at least 
$200,000 of personal business 


in one year. 


C who are frugal financially and 
have a reputation for energy and 
honesty. 


D who have some knowledge of 
handling men. 








To an agent meeting these requirements 
an unusually attractive contract will be 


offered. 
Address “lowa’’ Care of 
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THE PROSPEROUS 
AGENT 


A New Book by : 
WILLIAM ALEXANDER | 


Presents Characteristics of th ‘ 
Successful Life Insurance © 
Solicitor 


Beneficial to Those Contems 
plating Entering the Life Ip. 
surance Business, as well as fog. 
Those Already In It. a 


PRICES: 4 

Red Cloth Cardboard) 

Single copy......... $1.50 $1.00. 
25 copies... ....600s aaote 22.50 
so: 62.50 42,50 
100 sicee we scoe LAOH 80.00 
200 225.00 150.00 
500 oie: (6) ove s°s:e.6) EE 350.00 


THE ART OF SELL 


A Practical Handbook by 
JOHN S. TUNMORE 





For the Use of Insurance and 
Other Salesmen 


Warns of Pitfalls; Stimulates: 
Inspires. 


PRICES, SILK CLOTH BINDING) 
Single copy... 6..05.cccescleneuee i 
25 copies... ......+-e.e00ee Ae 
ae ee: 

100“ 


200 ‘¢ 
500 ** 


It is seldom that life insurance 
men are privileged to secure new 
helpful books from two such well 
qualified authors. One of them; 
Mr. Alexander, is a company exe 
utive in charge of the educatiof) 
and instruction of agents, and if 
close daily touch with agents; he) 
knows their needs’ and their ex 
periences. The other, Mr. Tun) 
more, is a great personal producefy 
as well as a successful director off 
agents—one who can not only sell 
insurance himself, but tell others 
how to do it. ; 


Both of these books are pube 
lished by j 


THE SPECTATOR COMPANY, 


CuicaGo OrFicE: 135 WILLIAM STRESE 
INSURANCE EXCHANGE NEW YORK ~ 





Tue Spectator is published every Thursday by The Spectator Company, at 186 William Street, New York N. Y. En da econd-c' m Jun 
7 ~ “4 ¢ Cc oy 
at the Postoffice, New York, N. Y., under the act of March 8, 1879. Tue SPECTATOR, Volume CIX, Number 1V. Tuly 27 ete 4 ee renee oneal 4 
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PARTNERS AND LIFE INSURANCE 


A Striking Example of the Value of Life Insurance to Business Partners--- 
How Money Value of Human Life May Be Perpetuated 


By WILLIAM T. NASH 


A and B, grocers. Each partner has invested 
in the business everything in the world he owns. 
Without warning Mr. B dies, and the en- 
forced settlement of his estate follows. 

The business out of which both families 


OA | 
must live, trembles. Settlement day has come. 


DAD 
(RQ 
ry! "A RO 
Creditors want their money. Cash customers 


drift away and = are slow pay. The firm had made no prepara- 
tion for any such crisis. You have not the money with which to 
purchase the widow’s interest. A forced sale follows, and this is the 
end of what once had been a prosperous little business. This is not 
overdrawn, but a picture which many a man would recognize as his 
own experience. 


nea OU are Mr. A, for example, of the firm of 
y 


A DIFFERENT PICTURE 


Had you and Mr. B looked ahead and made provision for what 
both knew must come sooner or later, your years of work together 
would not have been in vain. If each had taken out a $10,000 
policy (assuming this amount as sufficient) in favor of the firm, at 
the death of B you would have had the means with which to adjust 
his interest in the business and give to his widow her full share in cash. 
The premiums on the policies would have been paid by the firm, and 
the cash value of the policies would have been carried on the books of 
the firm as a liquid or quick asset, since the same would have been 
available in cash at any time the firm might have wished to discontinue 


_—— 
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the insurance. Or, in time of emergency, this cash value would have 
been available as a loan, the insurance remaining in force. All this, 
together with the fact that funds sufficient to settle all claims would 
have been available in event of the death of either partner, would have 
been a protection to the firm’s credit as well as to each partner and to 
each partner's family. Had the firm gone out of business or the part- 
nership been dissolved, the insured under each policy would either have 
changed the beneficiary in his policy and continued the insurance, or 
availed himself of the cash value or of one of the other surrender 
options, as he might have seen fit. In other words, the insurance 
could have been changed to meet changed conditions, whatever these 
conditions might have been. 

If each partner had carried a policy as suggested, the widow 
would have received her interest in cash and you would own and be 
conducting the business alone. In this case you could have had your 
policy made payable to your estate or to your wife, or some other 
dependent, and continued the insurance if you so desired. If at this 
time you were physically unable to get other insurance, you would 
appreciate more than ever the policy you had taken at a younger 
age, and at a lower premium rate, which now would be partially 
if not entirely paid up. 


Fark WEATHER UNCERTAIN 
Partners in business who fail to look ahead and prepare for both 
the expected and the unexpected, should not be surprised if suddenly 
It matters not whether it is a large business 
Fair weather is as 


overtaken by misfortune. 
or a small corner grocery, the same rule applies. 
uncertain to a business as it is to the mariner, and when the inevitable 
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storm does break and no preparation has been made, there can be 
but one result. Life insurance helps partners in business to do the 
very things they are most anxious to do, and the things which are 
most esscntial for them to do. It teaches them to save, to look ahead 
and to provide for what may happen and for what is certain to 
happen. It is a mark of business prudence and thrift, therefore an 
advantage to the firm’s credit at the bank or elsewhere; and sooner 
or later it will be the life line that will give support to the business, 
to the family and to old age. 

The firm that will take the trouble to look into this phase of 
life insurance can have no cause to regret it, and it might mean much 


later on. 


THE OWNER OF A ONE-MAN BUSINESS 


Since insurance on the life of the “pivot man” in a corporation 
and on the lives of business partners is a necessity, what must life 
insurance be to a business that depends entirely upon the brains and 
the life of one man? , 

For example, you are in business alone and every dollar you 
possess is invested. Sooner or later something is bound to happen, and 
finally it does happen. Suddenly and without warning you are 
taken from that business, and all you had worked for is now at the 
mercy of lawyers and creditors. Where will this business be, if 
there is no life insurance to protect it> After debts, expenses and 
bad accounts are taken out, what will there be left for the family? 

Many a one-man business lives no longer than the man himself. 
They die together. 
The big assets in business, therefore, are neither buildings nor goods, 


When the man goes the business also goes. 


nor book accounts, but human life, brains, experience, knowledge, a 
good name. It is these, and only these, that give value to land and 
chattels, which are simply the tools with which men succeed. And 
we must remember that life hangs by a slender thread. It is 
Will you say, then, that life’s vital value to 
business and family should not be well insured? Will you say that 
it is not foolhardy, desperate, in fact, for any man to refuse or for 
any reason fail to embrace the only means by which he can make 
safe all that he lives and works for? 


transient, uncertain. 


Life insurance protects your 


credit and your business, your family and your old age, your goad 
intentions, and your good name. What more is there to protect) 


RaIsING YOUR OWN SALARY 


Here is another way to look at life insurance. What would you 
a small storekeeper, age 40, think of raising your own salary $5 
a week? Not to spend, but to save; to put away in another pocky 
and when you are older and need it, have all these little $5 raise 
come back to you in one big raise. Do you know what $5 a wet 
would do? Five dollars a week is $260 a year, and that woul 
carry a ten-year endowment policy of $2500 and leave you a gy. 
plus each year besides. At age 50, that whole amount, {y, 
thousand fwe hundred dollars, would come back to you all j 
one sum in cash. Do you realize that two thousand five hundred 
dollars is quite a sum of money? Many a small merchant has found 
himself in a failing condition at age 50, harassed with debts he could 
not meet and fighting to hold on to the little business which sw. 
ports his family. What would two thousand five hundred dolla; 
do for him? It would put him on his feet; it would put new life and 
new hope into the heart of that discouraged man and be a Godsend 
to him at age 50. It would mean the difference between succes 
and failure, between happiness and despair. And it would have 
been so easy. Five dollars slipped into that other pocket each week, 
It would not have been missed. And now when it means so much 
to him, he is handed this little fortune of two thousand fwve hundred 
dollars. Finding it?That is exactly what it would be. Moreover, if 
the insured had died during this ten-year period the full $2500 
would have been paid to his family. 


If you are only 30, a raise of $5 a week will give you $5000 
at age 50. If you are 35, it would mean approximately $2500 a 
45, $3800 at 50, or $5000 at 55. If you should raise your salary 
$10 a week instead of $5, you can double the above figures. 


Where is the healthy, single-handed small business man who 
will say he cannot raise his own salary $5 a week for such a purpose? 
And if you think the road between 40 and 50 isn’t a short one, jus 
ask any man who has traveled it. 





Making”—Hon. Thos. S. McMurray, Jr., Com- 





SWAMPSCOTT PROGRAM 


Commissioners Willi Be Greeted by 
Governor Cox of Massachusetts 


DISCUSSION OF RATING PROBLEMS 
Workmen’s Compensation Question to Be 
Further Discussed by J. S. Phillips 
and Frank H. Hardison 

The fifty-third annual session of the National 
Convention of Insurance Commissioners will be 
held at Swampscott, Mass., September 5 to 8, 
inclusive. 
by Governor Channing H. Cox of Massachu- 
Vice-President Platt Whitman will re- 


The commissioners will be welcomed 


setts. 
spond. 

Interesting topics on the program by discus- 
sions of rate supervision and workmens com- 

Stoddard, 
New York, 
will present a paper on the former subject, while 


pensation insurance. Francis R. 


Superintendent of Insurance for 
Jesse S. Phillips, general manager of the Na- 
tional Bureau of Casualty and Surety Under- 


writers, and T°. H. Hardison, former commis- 








sioner of Masschusetts, will speak on the latter 
subject. 

A varied program of entertainment has been 
Clarence W. 


of Massachusetts, informs 


prepared. Hobbs, commissioner 


visiting com- 
missioners that arrangements for their trans- 
portation from Boston to Swampscott by auto- 
mobile will be made if members will notify him 
of the time of their arrival. 

The complete program is as follows: 


TueEspAY, SEPTEMBER 5TH, 10:00 A. M. 
Meeting called to order. 
Address of Welcome 
Cox, Governor of Massachusetts. 


-Hon. Channing H. 

Response—Hon, Platt Whitman, first vice- 
president. 

Call of States. 

President’s Address—Hon. Thos. B. Donald- 
son, 


Call of committees. 


Tuespay, 2:00 P. M. 
Communications and reports. 
“Uniform Methods of Fire Insurance Rate 
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missioner of Insurance, Indiana. 
Discussion—Hon. H. O. Fishback, Washing: 


ton; Hon. L. T. Hands, Michigan, and Hon 
John C. Bond, West Virginia (five minutes 
each). 


“State Supervision and Regulation of Insu- 
ance Rate Making’—Hon. Francis R. Stoddard, 
Ir., Superintendent of Insurance, New York. 

Discussion—Hon. James F. Ramey, Ker 
Hon. T. M. Henry, Mississippi, atl 
Bullion, Arkansas (five minutes 


tucky ; 
Hon. Bruce T. 
each). 

Upon the adjournment of this session of the 
convention, an automobile excursion is plannet 
through Concord and Lexington, visiting pou 
of historic and literary interest, including a dit- 
ner at the Belmont Springs Country Club. 


WEDNESDAY, SEPTEMBER 6TH, 10:00 A. M. 
Communications and reports. 
“Sale of Insurance Policies as Incidental tt 
Other Business Transactions’—Hon. H. 
(Continued on page 31) 
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INACCURATE INFORMATION 

T is curious how readily inaccurate in- 
| formation is frequently disseminated, 
and how difficult it is later to counteract 
the spread and effects of such erroneous 
data. This is illustrated by the wide- 
spread use of data which purport to show 
the life experience of 100 average men, 
and which was put out several years ago 
and used, and is still being used, among 
other purposes, for illustrating the neces- 
sity for life insurance and for thrift. 

During and following the war differ- 
ent branches and agencies of the United 
States Government were adopting every 
effort to inculcate ideas of thrift, health, 
etc, particularly in connection with the 
sale of bonds, and every argument tend- 
ing to further its plans was eagerly ap- 
propriated by those in charge of the 
respective movements. It is understood 
that this lite experience of 100 average 
men was used by the government in its 
thrift campaign, 

This analysis of the 
of the 100 average men 
to give the relative results achieved by 
100 men starting out in life at age 25. 
Thus at age 35 it was stated that five of 
the 100 have died, ten are wealthy, ten 
are well-to-do, 40 live on their earnings, 
and 35 show no improvement. This his- 
torical matter continues at ten-year in- 
tervals, at age 55, for example, showing 
that 20 men of the 100 have died, one is 
wealthy, three are well-to-do, 46 live on 
their earnings, and 30 are not self-sup- 
porting, while at age 75, 63 have died, 
one is wealthy, two are well-to-do, and 


experience 
purports 


34 are dependent. The data further pur- 
port to show the estates at death of the 
100 men, one leaving wealth, two leaving 
comfort, 15 leaving from $2,000 to $10,- 
000, and 82 leaving nothing ; and also the 
alleged financial condition of 100 widows, 
of whom 18 live on their incomes, 47 
supplement incomes by working, and 35 
are dependent, 

An inquiry addressed to the American 
Bankers’ Association, to at- 
tributed the information concerning the 
100 average men, 


which is 


life experience of 
brought out a response to the effect that 
the table referred to “is largely, it nuv 
entirely, the result of someone’s imagina- 
tion.” The table was later officially re- 
pudiated in the journal of the Association 
named, under a caption reading, “One 
Hundred Average Men—A Myth.” An 
inspection of the figures indicates that 
even the mortality is not correctly shown. 

This incident is a warning of the 
danger of accepting as gospel truth every 
assertion or tabulation put out for public 
consumption. Insurance agents and 
others too frequently use unreliable data 
on which to base insurance arguments, 
and when exposure follows, the cause of 
life insurance is correspondingly preju- 
diced. The Spectator Company, in pre- 
paring its numerous statistical and other 
standard works relating to insurance, 
invariably endeavors to gather its in- 
formation from official and trustworthy 
sources in order that its accuracy may be 
unquestioned. The story of 100 average 
men described shows the necessity or de- 
sirability of applying the rule of reason 
to statistical and other data, issued even 
from supposedly trustworthy sources, 
and the advisability of checking up the 
and other data 


accuracy of statistical 


before accepting it as being correct. 





HERE has been considerable talk of 

late of a probably impending boom 
in general business. The business review 
for July, of the First National Bank in 
St. Louis, while optimistic, does not dis- 
play induce enthusiasm as to a business 
boom. It says: 

At the present time it is of the utmost impor- 
tance that the economic situation be viewed in a 
sane, conservative manner, free from popular 
misconceptions. We are probably now facing a 
situation where many are likely to become too 
optimistic, in much the same manner that many 
were too pessimistic two years ago. The out- 
look is distinctly favorable for expanding busi- 


5 


ness activity on a basis of sound, substantial 
business policies, but there is no reason to be- 
lieve that we are on the eve of a “boom” era. 
Recent indications in the life insurance 
business are that business is steadily im- 
proving in that field, and among various 
classes of business men there seems to 
prevail a better feeling and greater con- 
fidence as to conditions in the near future. 
It looks, therefore, as though the worst 
of the deflation has passed, and that busi- 
ness generally will hereafter be upon a 


more settled basis. 


HAT may prove to be the inception 

of an important movement for fire 
prevention was the conference held last 
week at the headquarters of the Chamber 
of Commerce of the United States, in 
Washington. There were represented at 
ihis meeting some fourteen national bod- 
ies which might be influential in fire pre- 
vention propaganda ; and President Julius 
H. Barnes, of the Chamber of Commerce, 
pledged the support of the large number 
of business organizations affiliated with 
the Chamber, in efforts to reduce the fire 


waste, The movement is a most com- 
miendable one, and on the part of fire un- 
derwriters is being furthered by the Na- 
tional Board of Fire Underwriters and 
the National Fire Protection Association. 
| l’ a young doctor, for instance, should 

suddenly begin the 
public that he could render far better ser- 
vice to the people than those who had 


advertising to 


beer practicing their profession for forty 
or fifty years with success and satisfaction 
to their patients, what would the people 
naturally think about him? While en- 
deavoring in their minds to make due al- 
iowance for youth and enthusiasm, they 
would probably think, like the lady in the 
play, the doctor “doth protest too much.” 
They would feel inclined to withhold their 
appreval of his voluminous claims until 
liis successful experience warranted their 
acceptation of them as accurate and justi- 
fied. Similarly, it is an easy matter for 
comparatively new publishing houses to 
make assertions as to what they intend to 
accomplish in the future, claiming much 
as to their relative standing and impor- 
tance in the business, but, after all, practi- 
cal achievement is what counts ; and while 
setae men may yield to the hypnotism or 
blandishments of those who claim every- 
thing, the majority prefer to sit back and 


>? 


wait for large claims to be made good. 
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UNDERWRITING AND INVESTMENT PROFITS AND LOSSES OF CASUALTY AND MISCELLANEOUS INSURANCE COMPANIES IN TEN YEARS, 1912-1991 
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Increase (+) Rati : 
| or Decrease Net. Ratio tai 
" : . = | Underwriting | Losses and Under- Under- | Investment | {Surplus {Dividends ting't Funds, poy oor al Poseneash Tneured mie 
NAME AND LOCATION OF COMPANY Income Underwriting | writing writing | Income and Earned Incurred | Special Re- (—) in to Und. pte hiiy 
| Earned Expenses Profit Loss Accretion serves, Ex- Surplus | Income Earned ue * 
| Incurred cess Special Earned 
| Deposits, to Und, 
} Ete. Toone 
: | Earnej 
Casualty Companies. $ $ $ g $ | $ $ ee ae fa 
Aetna Casualty and Surety, Hartford........ 55,123,090]... 347,160| 3,033,553} 2,686,393} 743,333) + —211,546) +2,154,606] 48.2 | 59° |. f 
Aetna Life, Hartford. . met ateasete ste e eee es 147,404,341) 2... 1,057,207 6,855,993| 5,798,786 1,778,188 +751,133| 4+3/269,465| 51.4 o.|_! 
American Automobile, St. Louis............. 15,760,171)... 507,940 385,425|  —122.515| —391,250 +3,735 +265,000} 53.6 49.8 | 34 
American Casualty, Readingi......................5. 5,923,701}... 57,426 438,076 380,650 240, 1905 ee +139,745| 50.8 50.2 | — 1 
American Indemnity, Galvestoni..................008 5,367,680] ...... 478,756 594,315 115,559} —300,334 — 63,403 +479,296| 54.7 550 | — Hy 
American Reinsurance, Philadelphiae.. ... . 3,501,809) =... 271,756 413,280 141,524) —250,000) —140,526} +532.050] 65.9 
a: “44 bai piaseinaja6-0% 1,612,003)... 319,280 297.590 —21,690| | —200,000 +18} +4178,299 57.6 ert a 
ey ar ee » Newark. ....... 19,777,741) 20,000,473 | 222,732 861,354 638,622| —110,099; + 100,000; +648,721/ 48:5 | §9'6 | — 1, 
Erconnadie Cneiiy Faaekcs hia..... 3'958'300|  “sartan| 137,349} 1,234,263/ 1,096,914) 552,000) 6,800; +551,804! 47.0 | 53:3 | — 3 
, y, RONIR Gos sccty pinta 3,958,309] 3,976,431;  ......| 18,122 134,983 116,861] 150,687) 90,968 +57,142) 44.4 | 56.9 | — 
Employers Indemnity, Kansas Cityh....... 6,190,809 79,081| 241,265| 320,946] 414,874; —189,334 +95,406} 54.8 F 
on eee cee) mee Sa cir] sires) sgt) Hom) sara BE | at | th 
77,017 ,156,516} 220,501) =... 9 345,311| (71, ee 299, : ; By 
European General Re-Insurance, London. . 18, a 031 19,716,779 .....| 1,438,748 1 ined janes —952'588 +128,864 Tae pe = rib. 
Federal Casualty, Detroit....................... 3,775,300 3,420,290} 355,010} ....... 85,479 440,489| 3140001 —=st«t.. . .. +126'489| 40°9 a ry 
canes | ; t 9 
Fidelity and Casualty, New York.... 116,758,687 115,885,079 873,608 3.990.513 4.864.121 1,795,000 +-6,081 +3,063,040] 47.2 
° posted nage SY, of VJ ai dO, JVU,O Le ,O04,121) yf Jos ’ 2 52.1 . 
226,302 355,09! ‘ ‘ 26.157 99 §° — : ‘ 
Fadehty oon aa gaint 312,788 303-107 aeai) 8 30000 30°38! | ~~ 455563 sore | ua | yas 
First Reinsurance, Hartford Ree ah occ 11,181,078 11,693,356 .. | 812,278 “an sar 620! 137/500! iat iat Tiss ry rae * 1 
General Accident and Fire, Perth. ...... 46,274,111 48,683,770) ...... | 2,409,661 1,248,893] —1,160,768) —2,540,868) +297,131] +1,082'969| 55.9 49:3 ans 
| | | j 
General Casualty and Surety, Detroite. . 2,061,642 2,012,428 ROPE) cnt 62.860 212.074} SS 4212.07 9 
General Casualty and Surety Reinsurance, New Yorka. 5,432, 132| 5,837,672} ..... | 405,540 poy —129'636| eet | —100,000 ey = a Be 
reed = ae co) BAUR] SSG) -o----] 0a] Bangor] ranged) Hern) asi] 8-8 | et | ih 
GE essai a fois fa a inrcinis's 21a: nie oi3'8-« 53,193,583 53,283,530) ws... | 9,947 1,949,495! 1,859,548! £3 occ 1,729,193 ; is 
Hartford Accident and Indemnity, Hartéordé Sareea 42,758,486 43,727,226, ...... | 968,740 1'685°753 717, 01 3| —1,450,000) —.......... Thierens a: a; —2) 
Indemnity Ins. Co. of N. A., Philadelphiab..... . 2,115,031 2,949,213 oi 34.189 ” pe 25,000; —Ssis‘t a ss. — a = 
International Indemnity, Los Preeaa we : - Dat 2,594,792 3,038,285} = ...... | 443403 . -— 380 —35 53, 034| Rati: reer oe ie 7 
Inter State Casualty, Birminghamf. . ; 3,467,531 3,602,080 | 134.549 172269 gh 711) 54,000] +7,616 —93'905 5G. 2.5 i 
Towa Bonding and Casualty, Des Moinesd. . 2,159,247| 2'563,002; |... 403,755 980'563|  —I lene Sa "1 —114'199 7. =o ae 
Kansas Casualty and Surety, Wichitag........... 2,435,550) 2,937,095) biel 502,445 i127 —331 1172) _ scaaaee —75,812 +58,061| 63.2 | 574 | —2¢ 
London and Lancashire Indemnity, New York... 11,098,350 13,741,192 «is2a| DiGR2 RAP 1,109,213} —1.533 g29| —2,135,554| -+24,047 577,878| 65.8 par 
canner Cneuly futenietey wogz5e4)  ThasLavo| hd] | Soanana| —Saaloan) 1470301) +4,066.48) Tabi 0] a5.7 | de | 4 
PiGcotare ,006,31e¢ 372,514} 3,798 Jehd nie 77 8eQ| 281 AER) 256,182 Apres an 
Manufacturers Liability, Jersey City...... 11,549,408 10,152,069) 1,397°339| ° ise see| RH 1 726'327| —260,055 T 380'on0 ri =. fy 
Maryland Casualty, Baltimore......... 117,338,317) 114,114 057} 3,224,260)... | 4.034.041 7,258,303 1,804, wie +1,138,071] 44315548] 50.6 | 466 | +23 
New Amsterdam Casualty, New York.. 29,339,672! 30,516,42¢ | ee | 1,176,753 9 59,5 | 258,996 | —588,173 ca 
bang! Manufacturers saad Trenton. . y "485, 017) 2,568,368! 916,649 - 7 : 1, "133300 1 Pence 866,93 1 41/481 7 - os ie ry 
d : 4 456,375 963,516 | 507 ee | 890,000} —...... "7091 57.7 | 971 | —348 
ies belies sed menses bende. 80/954'250| 77'582'762| saziair] OM) 4, 204.850) 302 201 “3.740'162| +3,695,06a)  T387A00) 52.7 we | 44 
Pennsylvania Manufacturers Casualty, Philadelphia/ 9,860, wai 6,471,457; 3,388,628} ...... | 610,9 24 3,999,552 2,610,427) —14,343) +1,403'468] 49.1 16.5 +344 
Preferred Accident, New York....... sci tate 26, 613,087) 1,608,776;  ...... 1,354,744] 2.963 590] 1,715,000] +1,121,182 127,338] 44.9 +58 
Republic Casualty, Pittsburghb........... a 5 ee 59,473 "58.802/  —300'581| 48,229) se eae Br 3D 63.4 527 —16.1 
— Sap ee ag —— yy 262,321 338 2,37 943) 9 2,637 264| —150,000) cians +2,787,264| 50.7 48g | t+ 5 
i eee ee 4'195°157| 98,222 73,789 -24,433) |e | eee —24,433] 62.9 | 43.9 | —6.8 
ndard Accident, Detroit................ 54,125,157) 55,129,478] =... 1,004,321} 3.142.991] 2 » 138° 670) 2,017,500) —3,024 +124,194] 53.8 48.1 | —19 
, | | | | ‘ i . 
Texas Indemnity, Galvestonb........ 583,120} Tee, 12,514 24.677! 12.163] 7,500} —1,500 6.163} 86.1 | 
Travelers Indemnity flartfondenn.. 304 ih al 538 peices} 11087198] 1,643, 671| _606.473|_ —130,000| +4448 Prey ai | oe —34 
Sam inamaty tevtdent.... 5.113.005, Saairao| | ag nas] 28533] 18,045,830) 8.615.000) FERRET) +1.617.600) 1-1 | a7 | 4.12 
United States C coolly New Y ork ree 32,997,668] 33,502,237) cca 504'569| 1 prey 4 646790 625,000 wise, 3 18 rer D, 038 4 oy at 
United States Fidelity and Guaranty, Balti,ore 129,402,704| 127,289,489] 2,113,305 a 4'1676609| 6.280.974 3,250,000, —1,669,106 soa 080 re a. +146 
Zurich General Accident, Zurich. . : 2 ,971,028 28,537,456, 566,428 1,165,706! 599,278) —1,115,610 +397 ,273} +1,317,615| 56.9 45.2 | —21 
Totals (52 companies)................ 1,730,905,367)| 1,724,516,764| *6,388,€03} = ...... 971,887,002) 78, 99 8,225,665 29,226,379) “48,534,500 4 40,404,786 51.4 ore ag 
Accident and Health Comnanies. | | 
American National, Galveston (Acc. Dept.)g. . 2,158,279 1,955,661) 199,618) ...... ; 50,000; _—s.......... + 9.2 
Bankers Accident, Des Moinesf.......... 2,707,027 2,737,881) | 30,854 673 A 199,618 54,000] +149,618) 49.8 | 41.0 | Th 
Brotherhood Accident, Boston. . ; 2,829,307} 2,712,307) 117,00 ieee 79, 135 4 Reseed 100,000] eed yeeues Pipe ot +41 
Business Mens, Konnen'C ity (Ace. Dex it.)b. 3,781,499) 3,677,176 104,328 ; 82'377| 186700! 35,282} + 60, 127 491/291 58.8 38.4 +28 
Clover Leaf L. & C., Jacksonville, Ill. cree Dept.) 7... 3,317,660) 3,843,216). ..., | 25,556 34,022! 8,466 —14,702| +28, 090 —4:922| 38.0 | 62.8 | — 3 
| : : 2. 
Columbian National Life, Boston (Ace. Dept.)i... . 3,010, 533] 3,126,321| | 115,788} | —115.783} sees Fall east —115.783| 53.5 50.4 | —39 
Connecticut ag Hartford (Acc. Dept.) 3 oo re 3,852,260) | 467,125 13,920] —453.205) —359,285| —817,642 4.993'7 9} 42°3 7.5 | —13.8 
sastern Casualty, Bostonf................. 5 1,174,208; ......| 3,756 2) 5Q7| —O0960) 9 cosa. t94'0R7| 49 5 ’ - 3 
eaitable Life, New Yorl (Ace. Dept.)c... 2,2 ‘949, 670 3°0220 060} 772 390 ie ol Bed 40571 +219,17 My = ot “yi 
Federal Life, Chicago (Acc. Dept.).. 2,687,705] 2,637,938 49,767, | ~49'767| gas ate ey 
Pee aaere 8 -P ene oo 49,767} eevee] tree +49,767; 49.5 | 48.7 | +18 
Great Western Accident, Des Moines 4,019, 090| 3,867,481] 151,609) ...... 3,7: | 534: | 275,844! 8,692 ‘ 7 3.8 
Home Life and Accident, Fordyce (Acc. Dept.)b 890,256 646,795 | 243.461 ing ws arse) - | 4218 358| Hey ye o4 th 3 
Inter-Ocean Casualty, Cincinnatia. 951,919) 943,177) 8,742 . 21,171) “99'913 12,000! +21,944| “4.031 4 5 ‘9 | +10 
Kentucky Central L. & A. Anchorage (Acc. Dept.)h. 2,579,950) 2,432, 279| 147.6711 ey 94°576| 179'947 80.710! +36" ‘002! 65°85 Py re +53 
Lincoln Accident and Life, Lincoln (Acc. Dept.)b. . 581,409 521,814} 59,595) i 137/942] 74,832} —207,660] 270,770 30.9 58.9 | +102 
| 
6,518,396 | 3,431,784) 2 56.315] | —2,355| 
Bee ee kee inion ; 3.903: 803| 3'506°517| S812 eee gid ite apol +7 78838 ten 7 = th 
Massachusetts Protective, Worcester. . . 11,479,893) 11,504,085; =... | 24,192 351.447] 80, 000| +51 ,536| + 195°719 64.1 36.1 | — 2 
Metropolitan Life, New York (Acc. Dept.)h. 2,864,165! 3,363,462)... | 499,207 ‘120/ ¢ 14,445] +937) 7514559 976 | 19.8 | 174 
Nationa] Casualty, Detroita.............. 1,080,71 I 1,047,791 32,920 | aise 9,938 42'858| 20, ~ Sei IEE | +22'858 395 57.4 | +3. 
1 shvil it.) 802| 7,509,715] ‘ 38 cael) xs ; 
Neiel AC PUMTA ia ec Bt") RAINS] G8 TG MRO] rzgt7)augang) —a20600] +689) paras) a9 | apo | HH 
National Relief, Philadelphiab....... ; 780,640) 769,466 11,174| er 4,320 15. 404) 14,000); _—.......... | "11'494 37 1 61.4 +14 
North American Accident, Chicago... . . 14,090,919} 14,150,775). 59,856 318,079 258.293] 320,000] +3,900/  —@5'677| 42.3 | 58.1 | —.4 
Pacific Mutual, Los Angeles............ 22,268, a 21,722,150 a tA ip | 1,335,283] 1 882'008| 1,236,995 / —128,5: i +773,562| 42.6 54.9 | +28 
| | | 
Provident L. & A., Chattanooga (Acc. Dept.)a. 1,168,766} 1,056,702} 112,064 | 56,921| 168 nen! 30,720} +56,045| 4+§2,19( 9.6 
2} 112,064]... 98: 30,78 56,045) } 41.5 | 48.9 | +96 
st ac — Pittst _ — Dept.)...... 1, 269,378 | 1.068, if 4 300,405 eosin e a] | 200,405) 1,567 | —44, 7600) +243,738| 46.3 38.0 | +15! 
Time, ~ Ace soi thane aaa 048° 768 we 10,758} 160 967) 150,209) prion + an 2 4 +41,886} 62.0 | 38.2 ray 
, Milwaukeec........... s\sla's ahateusre pt avers s 7 30,6 bee 3 g 6.250 < —F 0S . a 2.8 
Travelers Equitable, Minneapolis (Acc. Dept.).. . 2372 "936,323! 1,206 ....., | Py ry 746) 18°793 oe sn | a m9 Zs + 4 
Western Casualty, Denver.................. ; 11 25, 778) 1,062,393 63,385) 75,519| 138,904| 77,888 = ‘ii +61,922| 52.2 422 | +56 
Totals (31 companies).................. 132,140,319] 130,793,535} “146,784 ie 8,386,326 *4,733,110) *2.836,564| “ows *-+1,188,155| 48.1 | 50.9 | +10 
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INSURANCE COMPANIES IN TEN YEARS, 1912-1921. 
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a ——— - 
| | 
} \Increase (+) Ratio | Ratio | Ratio 
* ——— ; (4) _ oes Under- 
i Bo : ah | 7 | (—) in Con- | Increase osses | Incurred} writ’ 

ees P Underwriting Losses and Under- Under- | Investment | tSurplus TDividends jting’t, Funds,| or Decrease | Incurred} to Und. Proft 

NAME AND LOCATION OF COMPANY Income Underwriting | writing writing | Income and | Earned Incurred | Special Re- | (—) in Net | to Und. | Income | (+) or 
Earned Expenses Profit Loss | Accretion | serves, Ex- Surplus Income | Earned |Loss (—) 

Incurred | cess Special Earned to Und. 

| Deposits, | Income 

Ete. Earned 
. § § $ ¢ | ¢€t * $ $ $ % 1% 1% 

Fidelity and Surety Comranies. 
American Surety, New York... .....---s00eeeeeeeeees 42,195,570 39,241,249; 2,954,321; ...... | 2,092,469} 5,046,790 6,725,000} —834,213} —1,343,997| 27.5 65.5 + 7.0 
Fidelity and Deposit, Baltimore........-.--++++++++++ 58,931,731 56,177,878) 2,753,853} ...... | 3,388,090) 6,141,943 5,040,000} -+1,268,484 —166,541) 37.3 58.0 + 4.7 
Massachusetts Bonding and Insurance, Boston. ........ 45,480,632 SESIEOOOE | nce. e: 1,830,431 1,405,520} —424,910 —44,121} —6,209} —374,580| 54.1 50.0 ar 
National Surety, New York Darke cf Sacer Kt ere RCikar Rel eae 56,099,293 53,335,161} 2,764,132} ...... 3,920,358} 6,684,490 2,985,000} —497,839| -+4,197,329| 35.7 59.4 + 4.9 
Southern Surety, Des Moines........----++e++eeseees 23,068,620 23,362,174; ...... 293,554 800,625 507,071 —310,701 +455,401 +362,371| 47.9 53.4 — 1.3 
zg be a | 
United States Guarantee, Now NOM... 5ecccul olneces ss 2,726,892 2,221,572 505,320) =«......} 386,334} 891,654 305,000} +158,224 +428,430; 18.6 62.8 +18.6 
Waa tannin Aoi s5.0 vondnd cxdsonavees 228,502,737|  221,649,097| *6,853,640/ ...... 11,993,395 18,847,088] *14,700,178| *+-1,043,248| *4+3,103,013| 39.3 | 57.7 | + 3.0 
Plate Gloss Companies. | - | 
Lloyds Plate Glass, New WOM Resgae ese nsdecsc smecened 7,527,994 7,327,687 yi) | 585,401) 785,708 471,000 +121,657 +193,051; 41.9 | 55.4 + 2.7 
Metropolitan Casualty, New York..........0......00. 8,996,982} 8,904,822) 92160} |... 208,503 300,663 375,000] —100,001}  +25,664| 44.2 | 547 | +1.1 
New Jersey Fidelity and Plate Glass, Newark.........- 8,849,672 8,889,746, ...... 40,074 564,120) 524,047 ZIGOOB) lk cues +309,047; 49.9 | 50.5 — A 
New York Plate Glass, New Y Me eet eee ny aeteea 8,960,416 9,168,849} ...... 208,433 334,484) 126,050 209,000 —159,928 +76,978| 49.1 53.2 — 2.3 
Watnie CA MUINRINIOD) oo coisa nie « cicioty ctarecre were coat 34,335,064 34,291,104 oS | rare 1,692,508 1,736,470 *1,270,000} *—138,272| *+604,742) 46.5 53.4 re 
Miscellaneous Comzanies. | 
American Credit Indemnity, WN: ORI 0 cciscs caweeen 9,000,441 8,791,620 yt 1 | | 597,497 806,318 430,500 —35,488 +411,306} 45.8 51.9 + 2.3 
Hartford Live Stock, New INI cho al a Sealer wack ey ee 2,335,236 2,471,321; ...... 136,085 | 120,129 —15,956 —400,000; _........ +384,044| 59.7 46.2 — 5.9 
Hartford Steam Boiler, Hartford bets. Pads kee Meee 19,891,164 18,920,634 970,530, =... | 2,462,970 3,433,500 2,790,000 +24,788 +618,712| 10.6 £4.5 + 4.9 
Medical Protective, Ft. Wayne...................006- 2,477,659 2,384,425 93,234) = ...... | 196,430 289,664 02,000 —265 +187,929| 48.9 47.4 + 3.7 
Title Insurance and Trust, Los Angeles a.............. 1,161,069 1,024,132 ps | reer | 202,496 339,433 i eee —636,567 3.3 24.9 +11.8 
Title Guarantee and Trust, Los Angeles b............. 1,617,771 1,266,316 SG1A55| ...... | 278,661 630,116 400,000;  ...... +230,116} ... 78.3 +21.7 
Union Automobile, Lincoln d............. ccc cceccees 787,532 833,403} ...... 45,871) 41,190) —4,681 —37,813] +8,§21} +24,311} 49.9 | 55.9 — 5.8 
Pode T GOUNOMIOD) 5.5 o.a5 5555 oka s vanes aee 37,270,872 35,691,851} *1,579,021; ..... | 3,899,373 *5,478,394 *4,260,687| *—2,144| *+1,219,851| 24.9 70.9 | + 4.2 
Totals: (LOG COMMANIEE) 25 65565 6s ox vielcccecceweeeas 2,163,154,359| 2,146,942,351/*16,212,008 re | 92,808,669) 109,020,677} *52,293,808|*+ 10,146,323 /+*46,580,546) 49.4 49. 8 | + .8 
| | 








*Net. ¢ Amounts of foreign companies in dividend column represent net remittances to or (—) net receipts from home office. Amounts for American companies preceded by minus (—) indicates surplus 


paid in by stockholders. {~ Minus sign (—) in surplus earned column indicates combincd underwriting and investment loss. 


a One year. b Twoyears. c Threeyears. dFouryears. e¢ Five years. /f Sis years 


g Seven years. h Eight years. i Nine years. m Succeeded London and Lancashire Guarantee and Accident, Toronto, in 1915. Figures include five years and nine months for that company. tv Nine years. 





UNDERWRITING AND INVESTMENT 
PROFITS AND LOSSES OF CASUALTY 
AND MISCELLANEOUS COMPA- 

NIES IN TEN YEARS* 

ies underwriting profit was made 

during the last decade by one hun- 
dred of the most prominent casualty and 
miscellaneous insurance companies oper- 
ating in the United States, their actual 
gain from underwriting having been but 
eight-tenths of one per cent of their un- 
derwriting income. This meager return 
for the handling of over two billion dol- 
lars of underwriting income shows that 
stockholders must depend upon the in- 
vestment earnings of the companies to 
pay dividends on their invested capital. 

Of the 100 companies listed some were 
organized subsequent to 1911, and there 
are some others whose underwriting and 
investment statistics were not available 
for the full decade. These variations are 
indicated by footnotes showing the num- 
ber of years’ statistics presented for such 
companies, 

The accompanying table shows that 
the 100 companies had a net underwrit- 
ing profit in the last ten years of $16,- 
212,008, while the underwriting income 
earned amounted to $2,163,154,359. Dur- 
ing the ten-year period the gain from 


_— 
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investments was $92,808,669, which was 
sufficient to not only pay dividends 
amounting to $52,293,808, but to care for 
an increase of $10,146,323 in special re- 
serves, etc., and to add over $30,000,000 
to surplus. It will also be seen that the 
entire net underwriting profit made by 
the companies was added to the surplus 
held for the future security of policy- 
holders. 

The table is divided into five general 
groups, the first containing 52 general 
casualty companies, the second embrac- 
ing 31 predominating accident and health 
companies, the third including 6 dis- 
tinctively fidelity and surety companies, 
the fourth containing four companies 
writing chiefly plate insurance, 
while the fifth includes several companies 
transacting different branches of insur- 


glass 


ance. 

The general casualty companies, upon 
$1,731,000,000 of underwriting income 
earned, made a profit of about $6,400,000, 
or .4 per cent, their net income from in- 
vestments having been nearly $72,000,- 
ooo. In the ten-year period the net divi- 
dends incurred were slightly over $29,- 
000,000, while more than $40,000,000 
were added to surplus, 

The accident and health companies 
earned $132,000,000 of underwriting in- 


7 


come, upon which their net profit was 
less than $1,350,000, or but one per cent, 
while their investment earnings, nearly 
$3,400,000, more than covered dividends 
of about $2,800,000, so that about $1,- 
200,000 were added to surplus. 

The fidelity and surety companies, with 
underwriting income earned amounting 
to $228,500,000, made a profit of less 
than $6,900,000, or three per cent, while 
their investment gains were about $12,- 
000,000, and their dividends incurred 
$14,700,000, more than $3,100,000, being 
added to surplus. 

The distinctively plate glass insurance 
companies had underwriting earnings of 
over $34,300,000, and gained but $44,000 
net thereon. Their investment earnings, 
about $1,700,000, however, well exceeded 
their dividends, which were under $1,- 
300,000, so that there was a net increase 
of over $600,000 in surplus. 

The companies listed in this table do 
business with many millions of our 
people, and in the decade collected well 
over two billion dollars of premiums. It 
is apparent, therefore, that a great many 
policyholders are interested in the sta- 
bility and loss-paying power of these 
companies, and it is equally obvious that 
they must secure adequate premiums in 
order to preserve their financial strength. 
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WESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 
FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 
W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1922 


ASSETS.. . $4,835,545.26 
SURPLUS IN UNITED STATES. $1,599,555-35 
TOTAL LOSSES PAID IN UNITED STATES 

FROM 1874 TO 1921 INCLUSIVE. . .650,129,109.21 














$10,000.00 with $200.00 per Month 
Costs $80.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 150,000 Claims Paid $5,000,000.00 








Unusual Agency Opportunities at present in Central 
States 


Our Leading Salesman in 1921 made over $15,000.00 


Business Men’s Assurance Company 


W. T. GRANT, President KANSAS CITY, MO. 





UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANGE COMPANY 
31 SOUTH WILLIAM STSEET 


New York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAD 4478 





INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
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January 1, 1922 

Reserve for Unearned Premiums....... $1,149,297.48 
Other Liabilities. . ee eee 257,293.41 | 
Capital.. i $500, 000.00 
Net Surplus. . 988,687.75 
SUES CO PONCYNOIE!NS a. ii5 50sec oo 50. 0yo0 0050 tiene 1,488,687.75 . 

Total Assets...... $2,895,278.64 
Wm. H. Palmer, President E. B. Addison, Vice President 
B. C. Lewis, Jr., Secretary W mm Palmer Hill, Asst. Secretary 
J.C. Watson, Treasurer J. M. Leake, General Agent 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, .. > $2,840,571 
Surplus to Policyholders, $4,090,571 





EASTERN DEPARTMENT 


D. H. DUNHAM, President 
JOHN KAY, 
A. H. HASSINGER Fi 
NEWARE, N. j. 


WESTERN DEPARTMENT 
NEAL BASSETT, V.P. and Mgr. 
W. T. BASSETT, Ass’t Manager 

CHICAGO, ILL. 














YOU’RE AN AGENT plus— 


when known as “insuror”’ 





“AMERICA Fore” 


6é 


. . . the principles the agents of the 
future must adhere to are founded on charac- 
ter, business ability, knowledge of the con- 
tract they are selling and a reasonable knowl- 
edge of the insurance laws of the State in 
which they reside.”’ 


The National Association of Insurance Agents 


In other words, the insurance man of the future, known as 
the ‘‘zmsuror” in his community, is the keen, progressively 
alert advisor of his clients for their ev ery insurance need. 


He’s a member of the National Association of Insurance 
Agents. 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Henry Evans, Chairman of the Board 
James A. Swinnerton, President 


Eighty Maiden Lane, New York, N. Y. 
Cash Capital: ONE MILLION DOLLARS 


CHICAGO SAN FRANCISCO 




















Just the Book you have been Waiting for 





A New EpvucaTIONAL TREATISE FOR 
Fire InsurANCE STUDENTS 


Building Construction 
As Applied to 


FIRE INSURANCE 


Embracing Lectures by 
CHARLES C. DOMINGE 
Before Classes of the 
Insurance Institute of America 
also 
INSPECTING FOR FIRE INSURANCE PURPOSES 
Including Valuable Suggestions by 
WALTER O. LINCOLN 
Messrs. Dominge and Lincoln are authors of the standard publication 


Fire Insurance Inspection and Underwriting, and are members of the Na- 
tional Fire Protection Association. 


MA SURINEE COWEN: 0 cco cocis:ais 3 60 cam Ooleeie cecil $1.00 
Ee COE POON so ole Cee Keseme ence eee $1.50 


Liberal Discounts in wholesale quantities 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Fire Insurance 








RATE REDUCTION 





Portion of Manhattan Granted 
1 Per Cent Decrease 


\LLOWANCE FOR NEW FIRE ALARM 
; SYSTEM 


New York Fire Insurance Exchange Fulfills 

Agreement Contingent on Installation 

of Telegraph Alarms 

The New York Fire Insurance Exchange held 
a special meeting last week to consider action 
following the completion, over a large portion 
of Manhattan, of a new telegraph fire alarm 
«stem. The meeting resulted in the following 
resolution : 

“That on all new policies or renewals taking 
efect on or after August I0, 1922, whether on 
buildings or contents, and whether minimum- 
rated or specifically-rated, an allowance or re- 
duction of one per cent (1%) may be made 
at the counters of members from the final pre- 
mium as computed under the rates and rules of 
the New York Fire Insurance Exchange, this 
allowance to be known as the Public Fire Alarm 
Allowance and to apply to property located in 
the Borough of Manhattan south of Fort George 
avenue, Broadway and 183 street, produced to 
the Hudson River, including property on both 
sides of the said boundary streets.” 

The reduction will mean a saving of some 
$250,000 a year to policyholders within the area 
affected. The system cost the city about $1,- 
750,000 to install. 

A single committee of the New York Board 
has been at work nearly eight years with vari- 
ous city administrations to achieve the result 
now finally accomplished. Cecil T. Shalleross, 
United States manager of the North British 
and Mercantile Insurance Company, has re- 
mained as chairman of the committee during 
that time. Upon him, therefore, a large burden 
of the work has fallen. 

The reduction was granted in accordance with 
aresolution of the exchange made in 1915, by 
which it agreed to grant such a reduction at 
such a time when the system should be in- 
stalled over a substantial area. 


—The Farmers and Merchants Bank of Menominee, 
Wis, has opened an insurance department and will 
write automobile, life, fire, tornado, hail and liability 
insurance. A special department has been constructed 
and will be placed in charge of W. S. Goode and J. F. 
Zimmer. 














SURVEYS 











BOSTON AND VICINITY 

New England Exchange Elects.—The New 
England Insurance Exchange announces the 
election to active membership of E. A. Green- 
halgh, special agent of the Liverpool and Lon- 
don and Globe for New Hampshire and Ver- 
mont; and George M. Lovejoy, Jr., special 
agent of the Great American and the Ameri- 
can Alliance for Massachusetts and Rhode 
Island. 

Blue Goose Outing.—Several members of 
the local order of the Blue Goose co-operated 
Rhode Island Order last week in a 
Whittaker of Boston 


with the 
day of pleasure. C. L. 
acted as one of the hosts. 


NEW JERSEY ITEMS 

Phelps Manor.—Initial 
development of this large property have been 
taken by Geo. B. Hitchcock, manager of the 
estate and general insurance agent, by the con- 
dwellings— 


steps in the 


struction of eighteen high-class 


soon to be finished. 

Ridgefield Park.—The relocation of Rail- 
road avenue, incident to the extensive improve- 
ments (four tracking) contemplated and under 
way by the West Shore Railroad, will add 
greatly to the convenience of commuters, mate- 
rially improve transit facilities and beneft the 
building boom already set in. This is directly 
in line with the general improvement and ex- 
pansion noticeable all over Bergen County as 
a result of the expected increase in population 
following the construction of bridge and tunnel. 


America Fore Group Describes ‘‘Insuror’’ 

In its advertising matter, one of the com- 
panies in the America Fore Group, when re- 
ferring to the title “insuror” as adopted by the 
National Association of Insurance Agents, de- 
scribes a man worthy to use this title as one who 
is known in his community, and who is the keen, 
progressively alert advisor of his clients for 
their every insurance need. This well describes 
many present-day agents who study their busi- 
ness and aim to fit insurance to the requirements 
of their customers. 


—The Industrial Commission of Utah has made a 
change in the underground rate for coal mines under 
the compensation law, the new rate being $2.60 instead 
of $2.30. 


kEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


IOWA AGENTS’: MEETING 
To Convene at Mason City Next Week 
GOOD PROGRAM PREPARED 


Large Attendance of Agents and Field Men 
Expected 


Des Mornes, Ia., July 24—Not only the 
local agents, but the field men of Iowa as well, 
will attend the State convention at Mason City 
next Tuesday and Wednesday. One prominent 
Des Moines field man asserted while in Des 
Moines over the week-end that every field man 
with whom he has talked has expressed his in- 
tention of attending the convention if it is at all 
possible. 

The program will contain much of value to 
field men as well as local agents. It is declared 
to be one of the most attractive ever offered 
the insurance men of the State. Arrangements 
have been made for the men to register at the 
Hotel Hanford immediately upon arrival. A 
desk in the lobby will be provided for that pur- 
pose. 

President Milo Whipple will call the session 
together at 9:30 Tuesday morning at the hotel. 
C. H. MecNider, well-known Mason City banker 
and father of Commander Hanford McNider 
of the American Legion, will give the address 
of welcome. L. H. Stuffs of Cedar Rapids will 
reply. President Whipple will give his report, 
as will also Secretary A. J. Verran of Des 
Moines, after which E. H. Warner will discuss 
automobile liability insurance. 

After lunch, Ray Warner of Fargo, N. D., 
will discuss agency costs and collections; John 
Stafford of the Sun office, Chicago, will speak 
on “In a Friendly Sort of Way,” and Joel Tut- 
tie of the Southern Surety of Des Moines will 
talk on automobile liability underwriting. 

At 4:30 the convention attendants will be 
taken to Clear Lake for an evening of pleasure, 
including a fish dinner, bathing, boating and 
dancing. 

Everybody will get up early Wednesday, for 
John Hynes will hold a “breakfast conference” 
at 7 o'clock. At 9:30, Governor Preus of 
Minnesota will speak. Ida D. Goss, Chicago, 
manager of the farm department of the Conti- 
nental, will follow him. Election of officers 
and other business will wind up what is expected 
to be the most successful convention the lowa 
association has ever had. 
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JANE STREET FIRE 


One of Worst Fires in New York in 
Years 








PILES OF MERCHANDISE BLOCK 
WATER 





Firemen Unable to Reach Heart of Fire 
After Seven Days of Fighting 


On July 18, when this fire occurred, there 
was much speculation as to its origin, some de- 
claring that explosives were present, which ac- 
counted for the series of explosions which blew 
out the west wall of the elevator shaft. Al- 
though the ruins cannot be explored as yet, it 
is safe to say that the only dangerous substance 
present was magnesium powder. 

The writers have learned from some persons 
who were present when the fire was in its in- 
cipiency that the first spark, which presumably 
ignited some magnesium which had spilled from 
one of the boxes, was caused when a nail or 
metal box strap struck the iron tire of the 
horse-drawn truck on which the boxes were be- 
ing loaded. This caused a train of fire so rapid 
in action as to resemble an explosion. As the 
elevator door was open, the fire immediately 
sought exit by this means. Consequently, the 
heated air, gases and smoke soon filled the ele- 
vator shaft and top floor. When the fire ap- 
paratus responding to the second alarm arrived, 
firemen at once started to vent the building by 
breaking the skylights and top floor windows. 
No doubt it was the ignition of this pent-up 
vapor, as much as the presence of the mag- 
nesium, which caused the explosion the instant 
the glass was broken, and resulted in the death 
of one fireman and the injury of many others. 

From this time the fire continued to gain 
headway, until at the peak of the fire sixty- 
three hose streams were being played on the 
burning building. Following the blowing out 

of the west wall of the elevator shaft, part of 
the Jane street wall began to bulge and finally 
fell. On the second day of the fire it was dis- 
covered that the top floor had partly collapsed, 
and soon cracks appeared in the west wall, and 
this, too, finally gave way. On the fourth day 
of this fire the east wall collapsed, burying the 
adjoining dwelling. 

The details of the manner in which the fire 
was fought have been so well chronicled in the 
daily press that there is little need to dwell on 
that feature. This fire will go down in history 
as an example of what will happen when even 
the best building (and this building was well 
constructed) is so overloaded and overcrowded 
as to baffle all efforts to reach the seat of the 
fire and prevent the destruction of the building. 

In this instance every floor was so crowded 
with merchandise that not a_ stream of water 
ever reached the center of the building until 
the fourth day of the fire. The firemen had 
hopes that when some section of the wall fell 
out a stream could be directed to the interior, 
but when the walls did fall it was found that 
the cased merchandise, rolls of paper, carpets, 
rugs, books, tobacco, hops, etc., blocked the hose 
streams. 

At this writing the fire is under control and 


practically out, but there is no doubt that -un- 
less great care is exercised the fire will start 
afresh as soon as the water-soaked goods are 
removed from those smoldering underneath. 

One of the deputy chiefs went to the roof of 
a neighboring building and looked down into 
the ruins of the warehouse. He said that ap- 
parently the floors were all sagging and that 
the girders were warped and twisted by the 
heat and weight of the soaked paper. The un- 
cerwriters were led to believe that this was a 
listed warehouse, free from chemicals and 
other hazardous commodities. Had they known 
that magnesium powder (if same was actually 
stored here) was kept on the premises, their 
liability would have been materially lower than 
it was. 

In passing, it might be interesting to know 
that the intermittent and muffled explosions oc- 
curring during the progress of the fire were 
due to the bursting of large rolls of paper. 
Incidentally, the swelling of this paper is sup- 
posed to have hastened the bulging of the walls, 
and it is possible that they also cracked some 
of the interior columns. 


North America’s Clever Idea 

The Insurance Company of North Americ 
has issued a little wheel, which indicates, iy 
glance, approximately how much it costs to-de 
to rebuild any property originally built bettie 
1880 and 1922. This: will be of assistance : 
agents and brokers in enabling their customer 
to judge whether or not their property jg am 
quately insured. 





The Hartford Agent in New Dress 
The Hartford Agent, issued monthly by th, 
Hartford Fire Insurance Company of Hartford 
has been enlarged in size and changed in typo 
graphical appearance. This is an interesting 
paper and one which should be very helpful t 
the agents of the company named. 





Fire Losses Fall Off in Salt Lake 
Satt Lake City, Uran, July 18—The tp. 
port of Fire Chief Bywater for the first hal 
ofthe present year shows a striking falling of 
in loss by fire, compared with the same Period 
last year. The figures for 1922 are $217,514.64 
compared with $431,786.71 in 1921. 











THE BuRNING WAREHOUSE AT JANE STREET, New York, FirE In Wuicu Has Now Con: 
TINUED FOR More THAN A WEEK AND Is STILL BURNING 
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BUSINESS IN OHIO 





Department Report Published 





RECEIPTS LARGER THAN EVER 





Premiums Received and Losses Incurred 
Throughout State 

The report of the Ohio insurance department 
fled with Governor Davis, shows the receipts 
of the department for the year ending June 30, 
1922, to be as follows: 

Total fees collected, $243,343; taxes, $3,328,- 
177. This is a gain over the preceding year of 
$18,641 in fees and $633,191 in taxes. The law 
provides that a tax of 5 per cent of the gross 
premiums paid to unauthorized insurance com- 
panies be collected from the assured. This tax 
amounted to $8915 for the year ending June 3o. 

The fire and miscellaneous companies had on 
deposit with the department June 30 securities 
amounting to $12,087,042. There were a total 
of 594, stock fire, mutual fire, reciprocal, as- 
sessment associations and miscellaneous com- 
panies doing business in the State for the year 
ending December 31, 1921. 

The total fire premiums in Ohio were $27,- 
524,243; losses incurred, $12,753,407; marine 
and inland, premiums, $1,328,376; losses, $915,- 
6co; tornado, premiums, $841,194; losses, $216,- 
000; motor vehicle, premiums, $4,112,794; losses, 
$3,120,667; hail, $13,451; premiums, losses, 
$3914; sprinkler leakage, premiums, $49,207; 
losses, $17,094; riot and civil commotion, pre- 
miums, $152,034; losses, $10,542; all other pre- 
miums, $85,389; losses, $43,960. 


Fire Insurance Inspection and Underwriting 

C.C. Conly of San Francisco recently wrote 
to C. C. Dominge, one of the authors of Fire 
Insurance Inspection and Underwriting, as fol- 
lows: 


_It is apparent that the book which you pub- 
lished under the above title is becoming alto- 


' gether tco popular, for by recent mail we have 


had a request for a copy of this from the Great 
American agency at San Diego, a connection 
that we value highly, and also from our Great 
American agent at Riverside. 

Shortly after this book was issued, several 
copies were sent us and these were distributed 
to our feld men, who are unanimous in their 
opinion that they are about the best thing of 
the kind they have run across and they are put 
fo constant use. We want to supply the agents 
that have made the request and if you have 
two copies on hand would appreciate if you 
will let us have them, or if there are none 
available, advise us from what source they can 
he secured. 


~The Proceedings of 1921-1922 of the Insurance In- 

stitute of Toronto have been issued in book form. 
This embraces the annual report, a list of officers and 
members and addresses delivered through year, as well 
4 a syllabus on examinations, etc. 
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Texas Insurance Business 

Austin, TEex., July 24.—Figures \\compiled 
by the Texas State Department of Insurance 
and Banking disclose that during 1921 there 
were 528 various kinds of insurance companies 
doing business in Texas, including fraternal 
and reciprocal concerns, and the total amount 
of insurance in force by all of these companies 
was $4,649,144,550; total amount of premiums 
collected, $82,879,072; amount of losses paid, 
$39,335,775 in Texas. 

The total capital stock of these 528 companies 
is given at $265,422,561; total surplus, $4092,- 
864,245; total assets, $3,382,620,844; total re- 
serve, $1,579,686,334. 

There were 218 stock fire insurance companies 
doing business in Texas in 1921, and according 
to the department’s statement, the total amount 
of insurance in force in Texas by these fire com- 
panies is $2,897,852,562; amount of premiums 
collected in Texas, $27,912,466, and losses paid 
$20,761,187. The capital stock of these 218 
stock fire companies is $167,811,080; surplus, 
$314,728,248; assets, $1,227,449,270; reserve, 
$731,213,749. 

The assets of the eighteen assessment life 
and accident companies doing business in Texas 
in 1921, is $11,302,038; insurance in force in 
Texas, $69,905,731; premiums collected, $868,- 
848; losses paid, $367,674. The assets of the 
sixty-six fraternals aggregate $284,303,517; in- 
surance in force in Texas, $545,421,750; pre- 
miums collected, $9,761,587; losses paid, $5,- 
109,074. The surplus of the thirty-six recip- 
rocal associations doing business in Texas 
amounts to $50,344,641; premiums collected, 
$1,708,259; losses paid, $921,430. 

There were eighty-five miscellaneous stock 
companies doing business in Texas in 1921, but 
the amount of insurance in force in Texas is 
not reported ; it is shown, however, that the total 
premiums collected in Texas amounted to $12,- 
817,949; losses paid, $5,945,609. Capital stock, 
$68,187,611; surplus, $99,058,772; assets, $910,- 
201,160; reserve, $157,671,442. 


NEW MEXICO AGENTS TO ORGANIZE 


Meeting to Be Held at Albuquerque in 
October 

Tire and casualty agents of the State of New 
Mexico are planning a State organization and 
the preliminary work has already been finished. 
The actual organization will be effected at a 
meeting to be held in Alberquerque scheduled 
for October 9. A large attendance at this meet- 
ing is expected. It is expected that Governor 
Mechem will be present. 

The organization has the approval of the in- 
surance department and is receiving the hearty 
support of H. R. McGibbon, deputy for insur- 
ance of the State Banking Department. 


ATLAS TO BUY 


Offers Large Price for Control of 
Albany 


OLD AND CONSERVATIVE COMPANY 











Will Have American Running Mate in 
Order to Compete Evenly With Other 
Large British Companies 

It has become known that the Atlas Assur- 
ance Company of London is ready to purchase 
a go per cent interest of the Albany Insurance 
Company at a price of $265 a share. The shares 
of the Albany have a par value of $50 apiece. 

The Atlas Assurance has become one of a few 
British companies not owning an American run- 
ning mate. It has made an exceptionally fine 
offer for the shares of the Albany, which are 
estimated to have a liquidating value of some- 
thing like $235. The Albany has for a num- 
ber of years paid annual dividends of 12 per 
cent on a small but highly preferred business. 
The company has never been aggressive but has 
succeeded in attracting a widely spread and very 
high class of business through a limited num- 
ber of agents. 

The Albany Insurance Company was organ- 
ized in 1811. Its present capital is $250,000. 
During the past year it wrote $462,212 in net 
premiums, sustaining losses of $219,817. It had 
a net surplus at the end of the year of $630,741 
and total assets of $1,488,362. 


Fire Marshal Makes Arrest 

Des Mornes, Ia., July 24—W. H. Koon and 
his son, Dale Koon, have been arrested by State 
Fire Marshal J. S. Tracy, charged with at- 
tempting to burn their grocery store at Mason 
City. While efforts were made to make it ap- 
pear that the fire was the work of burglars, 
Marshal Tracy insists that trails of kerosene- 
soaked excelsior, a candle left burning under a 
box and piles of refuse about the store leave 
no doubt of attempts at incendiarism. The 
candle ran out of oxygen under the box and 
went out. The stock and fixtures were insured 
for $7500, while, according to Mr. Tracy, they 
would not invoice $1000 combined. 


RECIPROCALS LOSE HEAVILY 
Department Store in Tennessee Burns for 
Over $900,000 

Reciprocals were heavily hit in a recent con- 
flagration which destroyed the department store 
of Bry & Company, Memphis, Tenn. Total loss 
on stock is reported as $925,000, with the fol- 
lowing reciprocals on the risk for the amounts 
indicated : 


New York Reciprocal Underwriters. . $100,000 
Sprinklered Risk Underwriters...... 200,000 
Underwriters Exchange ............. 325,000 

ROQAR sa xcasden cetsertetackeeis See 





Has paid losses for 
over 50 years 


J. HARRIS LENKER, President 





City Insurance Company of Pennsylvania 


SUNBURY, 


Organized 1870 
Cash Capital $600,000 


PENNA. 


A. F. O’DANIEL, Secretary and Underwriting Manager 


A strong, conservative Company, noted for 
fair and prompt adjustment of losses 
. 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


HOME OFFICE: 


25 CHURCH STREET 
NEW YORK 


CHICAGO 
Insurance Exchange Building 


PHILADELPHIA 
Lincoln Building 


NEWARK 


Globe Building 
Washington Street 


SAN FRANCISCO 
The Insurance Exchange 


oS aaa 


EXTENDING OUR FACILITIES 


Our work on the Pacific Coast has 
been carried on through our Chicago 
Branch, but has grown to such an 
extent that we are now opening a 
department office at Room 404, The 
Insurance Exchange, San Francisco. 

Mr. Allen B. Doty, formerly Man- 
ager of our Philadelphia Office, has 
been appointed Manager of the San 
Francisco Office. 


The opening of this office is in 
pursuance of our policy of giving 
“Coast to Coast Service’ and of 
making our facilities immediately 
available in all important centres. 


JOSEPH FROGGATT, 


President. 


a 





Seventy-Nine Years of Servic 


Our first policy was issued in 1843. 


Up to December 31, 1921, we had paid $1,736,199. 
572 to policyholders and beneficiaries, and had 2 
cumulated $675,319,164 for them. Dividends to 
policyholders totaled $361,465,227 in the same period 


Total insurance in force at the end of 1921, $2,479. 
651,779. 


Corporations and Partnerships protected by Bus. 
ness Insurance, Inheritance tax provision for large o 
small estates. Philanthropic institutions endowed, 
Income policies for the protection of homes and de. 
pendents. Annuities for the aged. Up-to-date Dis. 
ability and Double Indemnity provisions. 


For terms to producing Agents address 


The Mutual Life Insurance Co, 
of New York 


34 Nassau Street, New York 




















PUBLIC LIFE INSURANCE Ch, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


y 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 
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JUNE LIFE INSURANCE 


Exceeded June, 1921, by 57 Million: 


Dollars 





INDUSTRIAL AND GROUP CLASSES 
GAIN 





Gain for First Six Months of 1922 Is Over 


185 Million Dollars 


Another marked gain in new life insurance 
pusiness is shown in the June new business re- 
ort just furnished to the United States De- 
partment of Commerce by the Association of 


life insurance business in the whole country. 

The industrial and group classes of business 
continue to show the most notable gains. For 
the first half of the 1922, industrial business 
shows a gain of 82 million dollars, or 13 per 
cent, and group business a gain of 46 million 
dollars, or 112 per cent, over-the same period 
last year. Ordinary life insurance during the 
same period shows a gain of 57 million dollars, 
or 24 per cent. 

The forty companies whose new business is 
included in the following table had in force 
77.1 per cent of the total legal reserve life in- 
surance outstanding in the United States as of 
December 31, 1920: 


Report oF New Lire Insurance Parp For or Forty Unitep States Companies FoR THE Montus oF JUNE 
va! : 1921 anpD 1922 ; 
(Statistics compiled by the Association of Life Insurance Presidents from special reports furnished by its members) 


June, 1921 


COMIRRET occ cv ccccnentisesees $385,074,563.00 

AMNIBNEIGN, <w<.sc0 2 +. eis euceswo aie ee 104,908,845.00 | 

GIOUD e ceticc tinea <sene ces nalts 5,528,717.00 
17 0 EARRC OR omens. $495,512,125.00 


Life Insurance Presidents. 
paid for during the month of June this year ex- 
ceeded that of June of last year by 57 million 
dollars and the new business during the first six 
months of 1922 shows a gain of more than 185 
million dollars over the like period last year. 
These figures are from reports collected by the 


New life insurance 


Increase 
$35,287,054.91 
11,050,326.00 
11,285,058.00 


June, 1922 
$420,361,617.91 
115,959,171.00 
16,813,775.00 


$57,622,438.91 





$552,134,563.91 

The information listed above includes new 
business only, exclusive of revivals, increases 
and dividend additions, 

The following cumulative table shows total 
new life insurance paid for in the same forty 
companies during the first six months of 1921 
and 1922 with the net increases for such period: 


CumuLtaATIVE TABLE OF New LiFe Insurance Parp FOR DurING THE First S1x Montus oF 1921 anp 1922 











Per Cent 

1921 1922 Increase Increase 
oe 2 ee IOI $2,287,103,199.17 $2,344,896,305.69 $57,793,106.52 2.52 
PMGUMLIAL.. ccs cocednnes 629,600,444.00 711,764,497.00 82,164,053.00 13.05 
GEOUD .4.55:24is's oie cle eeewe 41,139,431.00 87,077,384.00 45,937,953.00 111.66 
vo) Serene Pera erie tree 2,957,843,074.17 $3,143,738,186.69 $185,895,112.52 6.28 


association from forty of its member companies 
having in force more than 77 per cent of the 
total legal reserve life insurance outstanding in 
the United States and thus give a fair indica- 
tio of the trend of the three branches of the 


Based upon reports from forty United States 
life insurance companies which had in force 
77.1 per cent of the total legal reserve life in- 
surance in force in the United States as of 
December 31, 1920. 








Journal of the Institute of Actuaries 

It is not often that there arises an oppor- 
tunity to secure a complete set of the “Journal 
of the Institute of Actuaries” of Great Britain. 
A complete set of the journal from its start up 
to volume LII, including the proceedings of 
1920, can be obtained from The Spectator Com- 
pany, and should be a welcome addition to the 
library of some life insurance company, actu- 
ary or manager. 

This set embraces the full transactions of the 
institute from its inception down to October, 
1920, and the volumes are handsomely bound in 
half morocco, with red and gold titles. As it 
is very seldom that a complete set of the journal 
can be gathered together and placed on the 
market, most of the volumes being out of print, 
it would be advisable for anyone desiring to 
secure this set to make prompt inquiry con- 
cerning it to The Spectator Company. 

The Journal of the Institute of Great Britain 
has been regularly published since the year 1851 
and more elaborately and completely covers 
the history of all branches of insurance than 
is done in any other publication or series of 
publications. 


Northwestern Agents’ Meeting 
An extensive program has been arranged for 
the annual meeting of agents of the Northwest- 


ern Mutual Life of Milwaukee, held in Mil- 
waukee on July 24, 25 and 26. Agents from 
all points of the country gathered at the home 
offices for the huge annual educational confer- 
ence featured by addresses from prominent 
officials of the company, general and special 
agents and prominent figures in the insurance 
world. W. D. Van Dyke, president, delivered 
his annual address. 


LIFE BUSINESS IN OHIO 
Figures from Report of Insurance Commis= 
sioner Just Filed 

The report of the Ohio insurance department 
for the year ending June 30, 1922, shows that 
the department collected in fees $243,343.75. 
Taxes $3,328,177.71, a gain over the preceding 
year of $18,641.13 in fees and $633,191.09 in 
taxes. 

Life insurance companies had on deposit with 
the Ohio insurance department — securities 
amounting to $1,921,537.32. There were ninety- 
five life insurance companies doing business in 
the State for the year ending December 31, 
Business in Ohio for the year was as fol- 


1921. 
lows: Ordinary, premiums received $72,350,- 
659.66; losses incurred $18,937,717.94, losses 


paid $19,367,062.25. Industrial, premiums re- 
ceived $11,694,717.88, losses incurred $4,570,- 
543-33, losses paid $4,561.132.17. 
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LAFAYETTE LIFE MEN TO HAVE 
OUTING 


Business and Pleasure to Be Combined at 
Home Office July 26-29 


The Dotted Line Club of the Layfayette Life 
Insurance Company, Layfayette, Ind., will meet 
at the home office July 26-29, inclusive. An at- 
tractive program as follows has been arranged: 

July 26.—Reception. of visitors at the home 
office. 

July 27,—Automobile trip and picnic dinner 
at Turkey Run, Indiana’s State Scenic Reserva- 
tion for visitors and home office employees. 7 
P. M.—Supper, Crawfordsville, Ind. 9 P. M— 
Stag slumber party on the banks of the Wabash. 
Visiting ladies at the hotels. 

July 28—Agency meeting on the banks of 
the Wabash. Breakfast and lunch, on the banks 
of the Wabash. Afternoon, agency program 
continued, games, boating, swimming and 
recreation. Dinner, 7 P. M., at Elks’ Club, 
Special entertainment following dinner: Cards, 
dancing and social good time. 

July 29.—Home office business for visiting 
agents. Adjournment. 


LINCOLN NATIONAL INCREASES 
CAPITAL 


Original $500,000 Doubled by Progressive 
Company 

INDIANAPOLIS, IND., July 20.—The Lincoin 
National Life Insurance Company, with head- 
quarters at Ft. Wayne, has increased its cap- 
ital stock from $500,000 to $1,000,000, papers 
filed with the Secretary of State here show. 

The doubling of Lincoln Life’s stock is taken 
as an example of insurance activity in Indiana. 
Despite the shadow of the national coal and 
railway strikes, insurance business continues 
brisk. An active sales campaign is being car- 
ried on by almost every company operating in 
Indiana and salesmen report that Hoosiers are 
buying insurance in lieu of starting or increas- 
ing bank savings accounts. 

A promising farm crop and increasing indus- 
trial activity in Indiana give signs of a strong 
winter season. ; 


J. Froggatt & Company Open San Fran- 
cisco Office 

Toseph Froggatt & Company, Inc., of New 
York, the well-known insurance accountants and 
actuaries, announce the opening of an office in 
San Francisco in the Insurance Exchange build- 
ing. The company’s business in the Pacific 
coast territory has grown to such an extent that 
it became necessary to open an office there in 
order to expeditiously handle the work of the 
various insurance companies in the Far Western 
States. 

Allen B. Doty, formerly the manager of the 
Fhiladelphia office, has been made manager of 
the San Francisco office. 

The opening of this office is another step in 
the policy of Froggatt & Company to establish 
an office in every important insurance center, so 
that insurance work may be handled promptly 
and at a minimum of expense. 
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A Specific Purpose for Life Insurance 


The telephone rang over in the corner, and 

| we heard Mister Land-’em, to give him a name 

that fits, make still another appointment for a 
medical examination of one of his cases. 

“That's going some!” exclaimed ‘No-luck,’ 
who sits near the phone. “Three in two days. 
How in the world do you do it, Land-’em? 
What's your wonderful secret?” 

Land-’em turned away from the phone. “Do 
you know what dough ball bait is?” he asked 
of No-luck. 

“Neyer heard of it,” replied No-luck. “But 
it sounds as if it were some kind of bait for 
some kind of fish. But I’m not a fisherman.” 

"it is used in the Middle West,” said Land- 
‘em, “I was-born out there and used to do a 
fot of fishing. It catches carp, and carp are 
a terribly finicky fish in their feeding. They 
‘won't take everything. So you mix up white 
flour and corn meal, and knead the dough care- 
fully. Then you mix in a little cotton, and boil 
the mixture well until it is tough. A lump of 
‘itis a sure bait for carp.’ 

“What’s the cotton for?” asked No-luck. 

“So the water can’t wash the bait away from 
the hook.” 

“And what’s that bait business and carp got 
to do with the way you rake ’em in as I do 
leaves in October out at my shack in the 

- Oranges ?” 

© “ve got my bait for all kinds of prospect 
fish,” replied Land-’em. “And one of my 
baits is something like the dough ball bait I’ve 

‘heen telling you about. It’s the kind of bait 

Tlanded my last man with. And had a kind of 
cotton all mixed into it, so the waters of in- 
difference to life insurance talk couldn’t wash 
it away. 

“Several months ago I tumbled into last man’s 

office. He is a chap of about forty. Keenest 
business man ever, gives you just five minutes 
‘to state your business and when the five is over 
cuts you off just like that! And it’s the door 
‘for yours.” 

“Well, he didn’t want any more life insurance 

“—had quite a bunch, and that was clear. He 
let me talk for the whole of my five minutes, 
| but he was as cold as a codfish on ice. Had 
‘those go-to-Hades eyes, and they sent me out 
: his door as if I’d got a kick below the coat-tails. 

“No use calling on you again until I can put 
Something on my hook that won’t wash off,” 
I said to myself as I hit the elevator. “So I 
did a lot of pussy-footing, and it wasn’t so 


hard, for I’d made myself chummy with one of 
the chap’s clerks. Found out the Chilly-man 
had been married about five years and had one 
kid, a boy, name of Harold. Found out the 
kid’s father was so proud of the boy that he 
talked to everybody in the office about him, 
and on other matters he was as hold-off as a 
thorn bush. Found out he kept a picture of 
the boy on his office desk. Keen, cold busi- 
ness men are generally that way—there’s nearly 
always somebody whom they are soft-soapy 
about. 

“Less than a week ago, I slid into Chilly- 
man’s office again. 

“*Told you when you were here the last time 
that I didn’t want any more life insurance,’ he 
handed me on ice. 

“‘But I’ve happened to find out that you do,’ 
I said. ‘Found out you want it pretty bad.’ 


Five MINUTES 
Five minutes only.’ ” 
“Haven't time to listen 


“Chuck your piece. 
Chilly-man snapped. 
longer than that.” 

“Tt won’t take me as long as five minutes,’ 
I said. And I went right to the bat and told 
him how life insurance should be fixed up for 
a particular need and purpose. And how he 
had a young son, a fine boy, and that doubtless 
he hoped his son would, when he grew up, go 
through college, and that figuring on college 
expenses at fifteen hundred a year it would cost 
about six thousand for the college course, and 
that if he wanted that as a certainty he'd better 
fix it up in a life insurance policy. 

“T could see that my bait wasn’t being washed 
off. Before I got through he interrupted me 
and gave me quite a talk about his son, how 
bright he was and what funny things he asked 
and said. Then he glanced at his desk clock. 
‘T'll give you ten minutes more this time,’ he 
snapped. 

“So I explained how my company would sell 
an educational policy, payable in four instal- 
ments of, say, fifteen hundred each. And after 
calling attention again to the fact that all life 
insurance should be taken for a specific purpose 
in view, I suggested that perhaps an educa- 
tional policy for the protection of his boy had 
not yet been fully considered. 

“Vou've sold me,’ said Chilly-man. 
way I have thought of just what you’ve offered 
this afternoon. And talked it over with my 
wife. Yes, I’ll take such a policy, but you’d 
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"Tn a 


better make it eight thousand instead of six. 
In these days college courses cost a heap.’” 


NeEvER LoApDED Up 

Land-’em sat himself, then he swung around 
it his chair. “The whole point is,” he added, 
“no man is loaded up with life insurance. Never 
will be loaded up—that is, for specific purposes. 
So in soliciting any man who is insurable you 
must remember he’s a kind of carp—he’s finicky 
in his insurance feeding. He may not want this 
or that bait, but find a specific purpose for which 
he really wants life insurance and you’ve got 
a bait he will grab, and you’ve got cotton on 
your bait that cannot be washed from the hook. 
The bait may be what I offered Chilly-man, or 
it may be protection for a business interest, or 
a bequest for somebody, or—but it may be one 
of a long list of things. 

“But the cotton in your bait is always a 
specific purpose for the insurance money. To 
change the simile from carp bait, when you’re 
out gunning for prospects, don’t use a blunder- 
buss that scatters the shot so a cow might walk 
between the shot and never get hit. Use a 
rifle, and know how to shoot a rifle, and aim for 
the specific purpose I’ve been talking about.” 

This agent really ought to have charged big 
money for his lecture. Most men simply close 
their ears as if they had stopped them with 
plugs, when you give the worn-out talk of life 
insurance which is the usual talk. They know 
it by heart. They are dead set against it. They 
have probably vowed that if an agent ever 
again was let into the office, spouting that kind 
of stuff, they’d discharge the clerk that let the 
agent in. 

But against the talk of specific purpose for 
life insurance, their individual specific purpose, 
they have no grouch. One is bound up in a 
Johnnykins, is ready to talk forever about him, 
and the kid is the weak point with his Dad, and 
an educational fund for the kid is cotton on 
the bait. Another is ready for partnership in- 
surance for his concern, and another thinks he 
is loaded up on life insurance for his family, but 
will add an instalment policy for his wife, if 
presented just right. Another will consider a 
policy that will pay off a mortgage on a house. 
And still another will take life insurance suffi- 
cient to pay the taxes on his estate, if he should 
die. 

But you ask, “How is an agent going going to 
know his man intimately enough so as to put 
on the correct bait and have it mixed with cot- 
ton?” That is up to you. It’s tact in solicit- 
ing and getting your man to do the talking. 











Men talk about what is nearest their interests. 
You can’t make general rules for tact. But 
your man will always respond to his need, if a 
specific purpose fitted to that need is put before 
him clearly. 


Licensed in Texas 
The Mid-Continent Life Insurance Com- 
pany of Oklahoma has been licensed to transact 
life business in Texas. 





Dr. Fricke Makes a Change 
Dr. William A. Fricke, until recently con- 
nected with the Northwestern Casualty and 
Surety Company of Milwaukee, is now an in- 
surance counselor at Milwaukee. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








How Being Public-Spirited Helps Sell More Insurance 


The selling of life insurance is different from 
most businesses but it is the same as most busi- 
ness in this particular—the more you can learn 
about the way that other people in the busi- 
ness have achieved big successes, the better you 
are equipped to go out and make a big success. 

This being the case it is always worth while 
to listen to what successful sellers of life in- 
surance have to say about their work and 
methods and for this reason it will prove worth 
while to listen, for a brief time, to the things 
said by a particularly successful Middle West- 
ern life insurance salesman who declares that 
being public-spirited is one of the big reasons 
why he is such a success in the difficult game 
of rolling up a volume mounting into the hun- 
dreds of thousands every year. 

“When I started selling insurance,” said 
this individual, “I didn’t make much of a suc- 
cess of it. I’d sell a policy every now and then 
but I’d not sell enough to get me beyond the 
point where everything I made had to go out 
for current expenses. He continued: 

At this time in my career I was a good deal 
of a grouch. I belonged to a number of lodges 
and clubs, but I attended the meetings only in- 
frequently and when I did attend I was always 
afraid that they’d push some work on me. One 
of my rules of life was to keep out of doing 
all “thankless task” work on lodge and club 
committees, serving as officers of the organiza- 
tion and all that sort of thing. 

As the result of this attitude I finally found 
that I was never on the inside when anything 
was going on. The clubs and lodges to which 
I belonged went on in their own way without 
any help on my part and it gradually got to be 
so well known that I didn’t care to do any 
lodge work or club work that the officers of 
the organizations no longer tried to get me to 
serve on committees. 

In fact I became at last a real dead one. 

But though I didn’t spend any time on “thank- 
less tasks” for clubs and lodges and other kinds 
of committee work, I didn’t do the increased 
volume of business that I might have been ex- 
pected to do with all my time my own. 

Conditions were discouraging. I thought of 
giving up the life insurance game for some- 
thing else, as I’d given up a retail clerkship to 
get into the insurance business. But at the 
thought of making another change, I began to 
get mad. I told myself that I’d changed enough 


and that I was going to stick to what I was 
now in and make a success of it no matter how 
discouraging the outlook was and no matter how 





hard I’d have to work to make good. 

When I had come to this conclusion I sat 
down and did a lot of thinking. 

Why was it that I wasn’t selling more life 
insurance ? 

I was convinced that I was a good salesman 
—TI knew insurance thoroughly, I was represent- 
ing a good company and, on the surface, it 
looked as though I ought to make good with- 
out much difficulty. 

There must be something wrong with my 
methods—something radically wrong. 

Finally after going over the situation again 
and again I came to the conclusion that my atti- 
tude of keeping out of all outside work was 
hurting me more than it was helping me, al- 
though it did save me from “wasting” a lot of 
time. 

I decided that to do more life insurance busi- 
ness I must advertise myself and I must come 
in contact with successful business men and 
make them feel that they wanted to give me 
their insurance. 

How could I do this—how could I advertise 
myself without recourse to the newspapers? 

It took a lot of thinking before I finally 
came to the conclusion that the opportunity was 
there ready to hand if I’d only grasp it. The 
opportunity lay in the lodges and _ business 
clubs to which I belonged and the way to take 
advantage of the opportunity was by serving 
on committees, acting as officer when the chance 
came and being a general public-spirited booster 
for clubs, lodges and city generally. 

It was surprising how quickly I began to 
make progress as soon as J’d decided on this 
new tack. 

I began attending all lodge meetings and club 
meetings regularly. I got on my feet and said 
things at these meetings when the chance came, 
although it was a terrific effort to get up and 
speak. And whenever I did say anything it 
was a boost for the club, the lodge or the city 
or the members or something. I never knocked. 

I let it be known that I wanted to serve on 
committees. And, believe me, when the officers 
realized that I really wanted to serve and would 
actually work hard when appointed, there was 
no end to the committees to which I was ap- 
pointed. 

In no time at all I was head over heels in 
the “thankless task” work which I had pre- 
viously always so carefully steered clear of. 

Soon I was the leading spirit on some of 
these committees and, before very long, I found 
myself an officer in one of the businessmen’s 
clubs to which I belonged. I was going it all 
the time now, meeting with other committec- 
men at lunch, attending meetings of some sort 
or other in the evenings and doing my regular 
line of insurance selling during the daytime 
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and at odd moments in the evening. 

Really, it was surprising how quickly all this 
sort of thing gave me a reputation for being a 
live-wire civic booster. I got the name of 
being public-spirited. People deferred to my 
judgment about the conduct of the various clubs 
and lodges. And, finally, I was made the preg. 
dent of one of the organizations—this presi. 
dency carrying with it the office of director of 
the local chamber of commerce. 

All this was getting me the advertising | 
needed. It was not only getting my name in 
the news columns of the local newspapers but 
it was also getting me talked about by the liye 
wire leaders among the business men of the 
city. 

And now my business began to spurt. 

How much easier it was for me to sell in- 
surance now than it had formerly been! 

Now I was so busy that I had no time to be 

(Continued on page 21) 
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companies. Organized 1897. 
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surance in force $103,000,000. 
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The Attributes of a Successful Agent 


There is no sure and quick road to success. 
Studying the histories of many great men, I 
ave come to the conclusion that “success” and 
“hard work” are synonymous. By “hard work” 
[do not mean a haphazard expenditure of en- 
egy. 1 do mean however, the careful planning 
of a campaign and then directing every energy 
to its successful consummation. Add to this, 
harmonious associates who are a stimulating in- 
uence to the ambition of a willing worker, and 
success iS certain. 

This is an era of specialization. First, last 
and all the time I am an insurance man. I[ 
neither have nor do I want any outside inter- 
est, Innumerable opportunities have presented 
themselves to invest, to speculate and to become 
interested in propositions, many of which prom- 
ised and others which actually paid big returns. 
Nevertheless I remained adamant in my deter- 
mination to devote one hundred per cent of my 
time to my business. Clients expect the very 
hest in service and to give them the best an 
agent should not permit outside interests to 
interfere. When clear thought, attention, con- 
sideration and time are required by a client, I 
cannot permit myself to be worried about some 
proposition absolutely foreign to my clients’ in- 
terests, I would rather make $10 in my own busi- 





ness than $1000 in some other line. An hour 
devoted to some other business means two 
hours lost in my own business. Mixing other 
lines with insurance results in too many loose, 
unraveling ends to be watched, which eat up 
the most valuable asset an insurance man has— 
“time.” “A Jack of all trades and master of 
none,” is an axiom which was written ages ago, 
but it is as true to-day as on the first day it 
was written. 

To become successful a man must take a 
preparatory course and thereafter apply him- 
self diligently to study, in order that his knowl- 
edge should be kept abreast of the times. A 
doctor studies in college for many years before 
he is permitted to practice. His studies do not 
end there. Tle is continually experimenting, 
visiting hospitals, clinics, attending lectures by 
specialists and reading medical books and jour- 
nals, This holds true in the case of every pro- 
fessional man and I consider the sale of insur- 
ance a profession. A man cannot merely de- 
dare himself an insurance man by virtue of 
holding a license and then expect to cash divi- 
dends on his declaration. To my brethren in 
the profession I cannot lay too much stress on 
the need for study. Study begets knowledge; 
knowledge begets financial returns. The insur- 
ance journals of to-day are amongst the most 
important mediums in disseminating valuable in- 
formation, at a cost which is insignificant. 
Every man should read at least one periodical 
aday. He will secure greater experience and 
knowledge in one hour’s reading than in a whole 
year of self-schooling and actual work in the 
field, 

I cannot overlook the opportunity to em- 


By SOLON SCHILLER 





Eprror’s Note: The writer of the 
following article is well qualified to write 
on the subject he has chosen. He is one 
of the leading producers of life insur- 
ance in the country. He represents the 
Travelers Insurance Company, through 
the agency of Jos. D. Bookstaver. Hts 
production during the last three months 
is truly phenomenal. During the month 
of April, in which there were twenty 
working days, exclusive of Saturdays and 
wrote thirty-three applica- 
tions for a total of $262,000. In May, 
twenty-three working days, he 
write twenty-three applications, for a total 
of $241,000. In June, with twenty-two 
working days, he wrote thirty-four ap- 
plications, for a $ 


ny 42 1, Ac > 
i Jo, 
Sundays, he 


with 


total of $298,000—a 
complete total of ninety applications in 
sixiy-five working days, for a grand 
amount of $801,000, or an average of 
$8300 per application. 











phasize at this time the opportunities of “Busi- 
ness Life Insurance.” The field is wide and 
the surface has only been scratched. The ex- 
plorers will find less resistance than in any 
other branch of insurance. The cases to be 
written are invariably large ones. 
talk is directed to business men who think big 
and do things in a big way. The average mer- 
chant, in his executive capacity, can follow the 
thoughts being expressed by the insurance man, 


I have 


The selling 


even faster than they are being voiced. 
learned through actual experience that it takes 
less time to sell a $100,000 policy than a $1000 
The man with a lot of money is usually 
There may 


policy. 
a man with a lot of brain matter. 
be exceptions, but I am referring to the gen- 
eral rule. 

“Business Insurance’ can well be called 
“Business Safety and Security Insurance.” It 
is not a cure-all for every business ailment but 
it is an indispensable aid when the greatest 
business trouble arises—the death of a valuable 
member or executive. The life of business is 
credit, the foundation of credit is the business 
individuals who 
takes 


ability and personality of the 
constitute a When sudden 
away a valuable firm member, panic results. 
All creditors press for payment of outstanding 


death 


rm. 


obligations and new credit is stopped, awaiting 
the results of the reorganization which is cer- 
Business operations are at a 
filled ; 


tain to follow. 


standstill. Orders on hand cannot be 
customers are lost and good-will is impaired. 
All this can be overcome if the firm will secure 
a sufficient amount of business insurance. 
Likewise, insurance can be secured by a part- 
nership, whereby in the event of the death of 
a member of the partnership the insurance com- 
pany will pay to the surviving partner a sum 
of money sufficient to purchase the interest of 
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the deceased. In the case of a corporation, the 
stock of the deceased member can be retired 
for the benefit of the surviving members. An- 
other method whereby this form of insurance 
can be applied is to secure an amount of in- 
surance equivalent to outstanding obligations. In 
the event of the death of a principal member 
of the firm, the insurance company will pay a 
sum sufficient to pay off all obligations and the 
survivors thereby will be able to start anew, 
with a clean slate. 

A firm controlling executive and brain power, 
but lacking in money, is worse off than a firm 
having endless wealth, but lacking in execu- 
tive or brain power. In every firm there are 
certain individuals to whose power a certain 
portion of the wealth can be directly attributed. 
That person may be a member of the firm, a 
sales manager, a buyer, a factory manager, a 
credit man or a mechanical expert. Extraordi- 
nary brain or executive power cannot be re- 
placed in a day. In the event of death, a delay 
is inevitable. The financial loss which is cer- 
tain to follow can and ought to be covered by 
insurance. 

The possibilities of business insurance are un- 
limited. Business houses invariably carry 
almost every conceivable kind of insurance to 
indemnify them against loss of property. It is 
an incontrovertible fact, that the brains which 
create property are even more valuable than 
property itself. Why not, therefore, cover it, 
especially when the cost is usually less than 
any other single form of insurance covering 
property? 

I predict that the time will come when busi- 
ness insurance will be just as common as fire 
insurance. Many firms have not already pur- 
chased it, simply because they have not been 
educated to it. I have explained business in- 
surance to hundreds of concerns, and while I 
have not closed every case, I have done the 
necessary missionary work which will pave the 


A Difficult Prospect 
Sold by Letter 


The letter was written for P. F. Storrs, Manager 
Confederation Life Association of Canada at 
London, England. Mr. Storrs writes, “The after- 
noon I received your letters I sent several to pros- 
pects whom I had been drumming pretty hard 
without result. A reply came from one making 
an appointment. I called and secured his proposal 
for £15,000 ($75,000) at the very first interview.” 





You can open the way to real business—can create 
a keen realization of the value of adequate insur- 
ance and prepare the way for a personal call to 
close the application by letter. More than 400 
salesmen are using Hull’s sales creating letters 
for life, accident, partnership, automobile and fire 
business. An insurance company official writes 
“Am well pleased with the letters. Shall be able to 
make effective use of them.” You may have details 
of this letter plan on request—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn, 











way for a future sale, either by myself or 
some other life insurance agent. 

The sale of life insurance is the sale of 
ideals. Abide by the ethics of your calling. 
Remember, your brethren in the profession are 
not your competitors. They cherish the same 
ideals as yourself. If you cannot make a sale 
for yourself, try to create a sale for some other 
life insurance agent. If all agents will but 
bear this thought in mind, the law of averages, 
reinforced by the law of compensation, will 
take care of you. First, last and all the time, 
comes the interest of the public to be served. 
Watch their dollars and your pennies will take 
care of themselves. Sell yourself absolutely 
and conclusively with the idea that the com- 
pany you represent is the very best, that its 
policies are the best, and then, figuratively, 
marry yourself to that company for life. When 
once you have preached that a certain com- 
pany is the best you cannot change your sermon. 
The knowledge of your convictions which will 
become stronger with the passing years will 
add strength to your sales talk. 

Success! There is no sure and quick road, but 
by the proper utilization of time, energy and 
natural God-given qualities you can hasten it. 


A LIFE INSURANCE ESTATE WITH AN 
INCOME POLICY 


By W. R. Robinson, General Agent, Mis- 
souri State Life Insurance Company 





Epitor’s Nore: The accompanying 
article is taken from an address before 
the convention of the Quarter Million 
Dollar Club of the Missouri State Life 


Insurance Company. 











James Henry Smith, one of our prominent 
Philadelphians, died some two years ago. It 
fell to my lot to settle his insurance matters 
and to also get an inside view of the affairs of 
a supposedly wealthy man at the time he passes 
out. Mr. Smith was reputed to be worth about 
half a million, two-thirds of which was repre- 
sented by life insurance policies. Upon opening 
his deposit box in the vault I was amazed to 
find that several of his insurance policies—two 
being for $100,000 each—had been maintained in 
force only the first year of their issuance and 
that other policies likewise had been borrowed 
on their limit. Receipts for stocks and bonds 
held as collateral by bankers and brokers took 
the place of good securities that had been there 
at one time. There were numerous other is- 
suances of stock which were not worth hardly 
more than the paper on which they were printed. 

With regard to the insurance part of his 
estate the real net value deducting 
amounted to about $35,000, one policy of $20,- 
000 which had been issued under the instalment 
option calling for payment of $1000 a year for 
twenty years. Mrs. Smith was much chagrined 
when I told her the status of her husband’s in- 
surance account and made a special plea that 
she be paid the $20,000 which we supposed was 
the face amount of the policy. When I en- 


loans 


deavored to express to her the valuable features 
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of instalment options she became indignant, be- 
lieving that I was attempting to withhold from 
her some cash to which she was entitled, and 
since her expectations had been blasted as to 
the amount of the estate which her husband had 
left, I felt that there was some excuse for her 
wanting to have the entire proceeds of the one 
policy which had been maintained intact by her 
husband. To satisfy her I wrote to the company 
in New York by which the policy was issued to 
see if a way could be found to give her the 
proceeds in one lump sum, but as her husband 
had an irrevocable clause in the policy com- 
pelling the company to make the payments only 
in instalments there was nothing I could do, but 
the company did call my attention to the fact 
that so far as a contingent beneficiary was con- 
cerned any unpaid instalments would be will- 
ingly lumped and paid in one payment to whom- 
ever should follow her as beneficiary. This gave 
me an opportunity to ease the mind of Mrs, 
Smith a little bit, although she was loath to feel 
that an injustice had been done her in that the 
policy was not paid in a lump sum. 

I made it a point to have her decide how the 
balance of the money should be handled in the 
event of her death before receiving the twenty 
instalments and was later surprised to find that 
Mrs. Smith, who had one daughter about seven- 
teen or eighteen years of age, was not willing 
that any balance due her under the policy should 
be paid in a lump sum; in fact, she insisted that 
the instalment privilege should be continued to 
the daughter should she become the beneficiary 
under the policy. It was easy for her to see 
how the daughter might easily squander the 
money, but it was difficult to see how her hus- 
band regarded her with the same viewpoint. 

3ut be that as it may the policy stood. 

In visiting Mrs. Smith not long ago I was 
impressed particularly with a statement she 
made that what her husband had left her in the 
way of real estate and other investments had 
been a constant source of sorry to her; lawyers, 
real estate agents and others having an interest 
in her affairs had been continually after her for 
one reason and another and she was quite beside 
herself. Turning to me on handing her a check 
on her insurance policy she very pathetically 
told me how much she appreciated how the 
checks were coming from the insurance com- 
pany without any red tape and without any de- 
ductions, instead some increase for interest. 
She said that if her husband had left her ar 
adequate annual income of about $5000 in the 
form of insurance instalments such as she was 
receiving on the basis of $1000 she would gladly 
give away everything left her in the estate. 

Selling insurance is one thing, paying insur- 
ance is another. If we want our work to count 
for its fullest we will not be satisfied to make 
a sale but we will want to know that the results 
of our efforts will work out in such a way that 
the beneficiaries will thank us for having had 
their affairs put in such shape that they can live 
quietly and without annoyance from the benefits 
of insurance taken out for them rather than to 
have to go through a continuous period of 
worriment because of the unstability of other 
things on which they are likely to have to de- 
pend for a living. 
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INHERITANCE TAX DATA 
Laws and Decisions in Various States Con: 
cerning Estate Taxation 

The advisability of carrying liberal insurance 
to take care of the cash payments required to he 
madeé by executors because of the inheritance tax 
laws of th United States and the several States 
is constantly being demonstrated. For ex. 
ample, a recent case in New York State showed 
that the deceased left an estate of $1,327,000 of 
both realty and personal property, the tax upon 
which for the State alone is over $30,000, Ip 
addition, there will be a Federal tax. It is plain 
that unless the deceased left a considerable cash 
balance, some of his property will have to be 
sold in order to provide money for the payment 
of taxes. In other cases property has been sold 
at forced sale for this purpose, occasioning loss 
to the estate. Below will be found data taken 
from Prentice-Hall Inheritance Tax Service 
concerning laws and decisions in different 
States as to inheritance tax laws: 


New York 

A provision of the transfer tax law, long ob. 
solete, has recently been put into effect. The 
district attorney of New York county is en. 
deavoring to collect inheritance taxes which 
have remained unpaid for eighteen months, 
which, under the provisions of Section 235 of 
the Tax Law, he is required to do upon receiy- 
ing notification. Up to the present time, letters 
demanding payment of the tax only have been 
sent out by the district attorney, but if this 
proves ineffective the proper proceedings will 
be initiated in the Surrogates Court. 


VIRGINIA 

Under the inheritance tax law of Virginia 
beneficiaries are divided into four classes, and 
the exemption and rates thereon are as shown 
below: 

Class A includes husband, wife, lineal an- 
cestor or lineal descendant, the exemption being 
$10,000, and the rates of tax over amount of 
exemption as follows: To $50,000, 1 per cent; 
$50,000 to $100,000, 2 per cent; $100,000 to 
$500,000, 3 per cent; $500,000 to $1,000,000, 4 
per cent; in excess of $1,000,000, 5 per cent. 

Class B embraces brother, sister, nephew or 
niece, the exemption being $4000 and tax rates 
over exemption: To $50,000, 2 per cent; $50,- 
000 to $100,000, 4 per cent; $100,000 to $500,000, 
6 per cent; $500,000 to $1,000,000, 8 per cent; 
in excess of $1,000,000, 10 per cent. 

Class C includes all others except Class D, 
the exemption being $1000, and the rates as 
follows: Over exemption to $50,000, 5 pet 
cent; $50,000 to $100,000, 7 per cent; $100,000 
to $500,000, 9 per cent; in excess of $1,000,000, 
[5 per cent. 

Class D, which is entirely exempt, includes 
gifts for State, municipal, charitable, educa- 
ticnal or religious purposes in the State, or for 
the benefit of institutions in the State exempt 
from taxation. 

ARIZONA 

The classes of beneficiaries, exemptions and 
tax rates in Arizona are as follows: 

Class A includes husband, wife, lineal issue, 

(Continued on page 22) 
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A Lawyer's Opinion of 
An Insurance Agent 


i » evening, a lawyer in- 
On the train, one g 
troduced a business man to an agent of 
insurance company. 


a prominent life 
king of the agent, the 


Afterward, in spea 
lawyer said: 

“It isa pity that there are not magne a 
ance agents like that man. He is W el = 
formed as to his business, his own com- 
any and other companies; 1s able and 
willing to reply intelligently to inquiries 
made by his customers and prospects, and 
his statements can be relied upon ab- 
solutely, whether the facts are favorable 


to him or not.’ 
Every Agent Should Prepare Himself 


so that he shall deserve an equally strong 
recommendation. Knowledge is power. 


Our Educational Publications are 
Prepared to Meet the Agents’ Needs 


Send 10 cents for Catalog of Insurance Works, 
or state the class of information desired. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 


reference. Address, 


aga 


STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 
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How Being Public-Spirited Helps to Sell 
More Insurance 
(Continued from page 16) 


grouchy or to brood over non-success. As the 
result of being so busy all the time I found 
myself with an increasing enthusiasm not only 
for my regular job of selling insurance but 
also for the “thankless tasks” in the clubs and 
lodges. 

Also I was, as I say, constantly meeting with 
live-wire business men on a social, friendly 
plane which began bringing me a considerable 
amount of business without solicitation. Also 
I began to see the big possibilities in my call- 
ing. In my grouchy days I’d been content with 
small policies—ones and twos and that sort of 
thing. Now my vision expanded and I saw 
that there were big policies constantly being 
written in my city—twenty-fives and fifties and 
hundreds, and I saw, too, that I could go after 
this business with as much chance of success 
as the smaller fellows. 

I did go after, the big business. The men 
with whom I had served on committees and who 
were grateful to me for helping them with the 
club and civic matters in which they were in- 
terested, gave me a lot of good business. This 
business led to other good business. Soon I 
was rolling up a volume of business which 
fairly astonished me. 

That’s what being public-spirited did for me. 
And it seems to me that just as this plan was 
successful in putting me across big as a life 
insurance salesman, it ought to be successful 
in doing the same thing for others who are dub- 
bing along just as I was. 

Isn’t there a good suggestion in all this for 
you, Mr. Insurance Salesman? 

Here’s hoping so, at any rate. 


Small Town Banks Good Prospects 

Banks in rural communities and in small 
towns are profitable prospects for life insurance. 
The cashier usually manages the business. He 
knows the customers and is the credit author- 
ity. If he should suddenly die, it would be 
difficult to fill his place, and loss could easily 
come. He is just as necessary to his institu- 
tion as the managing executive is in a corpora- 
tion. The directors realize their dependence 
upon him and because of it they are approach- 
able. One of our representatives reports that 
he is making excellent use of the list of cor- 
porations published in the Supplement to Points 
among which banks are listed. He calls on a 
bank cashier and tells him his story, and shows 
him the list. The cashier had never heard of 
insurance on the lives of bank officials for the 
benefit of the bank, but he is immediately in- 
terested, half convinced, and willing to see the 
proposal made to his directors. To tell a man 
that it would be to his interest to do a certain 
thing is not nearly so strong an approach as to 
show him that men in his line are actually do- 
ing it; and since the eye makes a stronger im- 
pression than the ear, the printed evidence 
strongly reinforces the oral statement. There 
are thousands of banks that need life insurance 
protection and therefore ars prospects.—Mutual 
Life, “Points.” 


—By all means enter our order for the 1922 Handy 
Guide, Thumb Index with Supplement. Wouldn’t 
think of being without one, for the writer has not been 
without one for thirty-two years.—Joseph S. Blume & 
Co., Ine. 


19 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 











Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 


A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. ’ 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 

FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

| A | aS ay ee $128 .05 
Twenty Payment Life........ $167 .10 
Twenty Year Endowment. . ..$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bidg., Concord, N. H, 



















































BUILD 
YOUR OWN 
BUSINESS 











under our direct 
general agency 
contract. . 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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Lem Lang Tells About Odd Sales Stunts That Won 


By FRANK H. WILLIAMS 


Lem Lang, the old-time insurance agent, had 
been busily engaged at his time-worn desk. 
3ut finally he looked up with a grin. 

“Yep,” he said, in response to the question 
that had been put to him some time previously, 
“Yep, I sure have put some odd sales stunts in 
iny time. I remember—” 

Here Lem tilted back in his chair, lighted his 
old-time pipe and drew on it expansively for 
a moment or so before continuing. 

“IT remember one stunt in particular. I'd 

been trying to sell a five thousand dollar policy 
to a bank president by the name of Morrison 
for some months. He’d kinda bite and then he’d 
back off and it was just about the hardest job 
I’d been up against in a long time. Morrison 
was a mighty healthy sort of an individual, 
always in the pink of condition, big and up- 
standing and all that sort of thing. But, coming 
in contact with him constantly, I thought I 
could see a weak spot in his character. 
, one day after I’d discovered this weak 
spot, I bounced in on him all enthusiasm about 
the policy I wanted to sell him. I gave him all 
the appearance of trying to put over by en- 
thusiasm what I’d failed to put over by argu- 
ment. I continued all enthusiasm for a moment 
or so, then I looked him square in the face. I 
stopped talking as I did this and then, when he’d 
gotten impressed with the fact that I was look- 
ing at him oddly, I started mumbling some- 
thing and backed away from him. 

“Now, of course, this was an odd thing for 
me to de in view of the enthusiasm I had just 
been displaying. I figured that this action of 
mine would make Morrison sit up and take 
notice—and it did. 

“What's the big idea?’ said Morrison. ‘You 
aren't leaving, are you?’ 

“T mumbled something unintelligible again at 
this and continued backing toward the door 
while I gazed at him with an expression that 
I tried to make sorrowful and surprised. 

““Here, here,’ cried Morrison, getting up 
from his chair. ‘I don’t understand this. Why 
are you leaving? Don’t you want to sell me a 


“So 


policy ?” 

“T_T think I’d better not talk insurance 
to you today,’ I said. 

“Why not?’ asked Morrison, bluntly as he 
ran around the corner of his desk and caught 
me by the arm. 

“Why, why,’ I stammered, ‘your health—’ 

“My health?’ echoed Morrison. ‘What’s 
the matter with my health? I’m in perfect 
health!’ 

““T’'d rather not say what I think,’ I answered, 
looking at his face again as though fascinated. 
‘Some other time we'll talk insurance, perhaps— 
if, if you come through this all right.’ 

“Of course all this got Morrison worked up 
tremendously, just as I had figured it would. 
You see, without actually saying so, I had led 
him to believe that he looked mighty sick to me. 
And, just as I had figured, Morrison’s super- 
care of his health was his one weak point. He 
was very impressionable on health points and 
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was one of those persons who would go home 
and become sick in bed if a half dozen Persons 
told him during the course of a day that he was 
looking bad. Yep, that was a great stunt!” 

Lem lay back in his chair at this and smiled 
contentedly. 

“But, but what happened? Did Morrison buy 
insurance? Tell me the whole story!” I cried 

“Sure he bought the insurance—not merely a 
five thousand dollar policy, either, but a ten 
thousand dollar policy,” Lem replied, smiling 
again at being so fervently urged to tell the rest, 

“You see,” Lem went on, “I’d hit Morrison 
where he lived. My suggestion that he wasn't 
a good prospect for insurance made him mighty 
eager to rush over to the doctor at once and be 
examined. And it wasn’t any trick at all to get 
his signature on the dotted line. 

“Morrison’s case was one of a lot of instances 





Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 
Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its represent&tives. 


Joseph C. Behan, Supt. of Agencies 











PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 
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” 


where I used odd sales stunts with good effect, 
Lem went on. “For instance there was the case 
of Fred Archibald. Fred was the editor of the 
leading newspaper in those days and he was 
considered absolutely impossible by all the insur- 
ance men in the city. I guess I was the only in- 
surance man in town who hadn't been up against 
Fred and been turned down by him. He was 
absolutely impervious to all arguments and 
seemed to take the greatest sort of pleasure in 
treating agents rough. 

“I made up my mind that I was going to sell 
Fred a sizable policy, but I saw plain enough 
that I'd have to go after it differently from 
what the other agents were doing. So after 
thinking the matter over carefully I went to 
Fred one day and said: 

“Now don’t think I’ve come to try and sell 
you insurance, Fred. I know it can’t be done. 
But I’ve come to get you to do some work for 
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me. I want to take about a quarter-page adver- 
tisement in your paper to advertise the life in- 
surance policies I’m selling but I’m no good at 
writing and the ad I’d get up would sound like 
a bunch of junk. So I want you to help me out. 
T’ll pay you $5 if you'll get up a good ad for 
me. Here’s all the dope you'll need to have in 
these booklets and sample policies. Fix me up 
a good one, will you, Fred?’ 

“Fred consented to tackle the job and I 
steered clear of him for the next few days. 
Finally he came around to my office to see me 
and handed me some copy that sure was snappy 
and good. It covered all the points and was 
just the sort of thing to make men want to buy 
insurance, 

“*That’s the very stuff, Fred! That's fine!’ 
I said as I read it over. ‘Here’s your five and 
much obliged.’ 

“Fred took the five, all right, and I turned 
back to my desk. But instead of leaving the 
office Fred hung around the way I’d figured he 
would. 

“T_T say, Lem,’ Fred sort of stammered, 
‘l’ve been thinking over this matter of insur- 
ance and I want to take out a five thousand dol- 
lar policy with your company!’ 

“Of course I took the thing as a matter of 
course and didn’t kid him at all about the mat- 
ter. I had figured that he’d do that very thing 
after writing my advertisement for me, so I 
wasn't surprised and I didn’t spoil the thing by 
showing undue joy or treating it like a joke. 
You see, I’d made Fred sell himself. He was 
one of those peculiar fellows who delight in 
turning down folks but who feel that anything 
they themselves say, or do, or write, or think 
must be absolutely O. K. So while writing my 
advertisement he had convinced himself that he 
ought to take out a policy. Later on I used 
Ired’s add in the newspaper and sold a couple 
more policies as the result of publishing it, so 
I figured that my experience with Fred was 
mighty well worth while. 

“Tn my experience, and I’ve had a lifetime of 
experience in selling life insurance,’ Lem went 
on, “I’ve found that where a prospect develops 
into a tough proposition that it is quite fre- 
quently the case that he will rise to an odd 
sales stunt where he'll never show the slight- 
est signs of life under ordinary sales argu- 
ments. As I say, there are some kinds of men 
who dearly love to refute arguments and to be 
obstinate. You’ve got to approach these men 
in odd ways that key in with their character- 
istics and temperaments. And when a sales 


agent can devise ways and means of approach- 
ing such prospects and actually selling them 
policies, then the agents merit membership in 
the Grand Exalted Order of Past Master Sales- 
men. Ain’t that the truth?” 

‘Tt sure is!’ I answered, just as emphatically 
as Lem himself. 


New Agent Does Well 


John W. Patton, Jr., of Jackson, Miss., who 
recently graduated from the United States 
Naval Academy, at Annapolis, with distinction, 
has associated himself with the General Agency 
of Patton Bros., composed of his father, John 
W. Patton, Sr., and D. G. Patton, representing 
the Pacific Mutual of Los Angeles. The first 
week he was under contract he produced $15,- 
ooo in applications. Mr. Patton has had no 
previous experience in the life insurance busi- 
ness, 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran= 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, III. 














EDMUND P. MELSON, President 





ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 





J. DE WITT MILLS, Secretary 











Inheritance Tax Data 
(Continued from page 18) 
lineal ancestor, adopted or mutually acknowl- 
edged child or issue of either the exemptions 
being $10,000 to widow and $2000 to all others. 
The tax rates over exemption are: To $25,000, 
I per cent; $25,000 to $50,000, 2 per cent; $50,- 
000 to $100,000, 3 per cent ; $100,000 to $500,000, 
4 per cent; over $500,000, 5 per cent. 

Class B includes brother, descendant 
of either, wife or widow of son, husband of 
daughter, the exemption being $500. The rates 
for exemption are: To $25,000, 2 per cent; 
$25,000 to $50,000, 4 per cent; $50,000 to $100,- 
000, 6 per cent; $100,000 to $500,000, 8 per cent; 
over $500,000, 10 per cent. 

Class C includes uncle, aunt or descendant of 
either, the exemption being $250. The tax rates 
over exemption to $25,000, 3 per cent; $25,000 
to $50,000, 6 per cent; $50,000 to $100,000, 9 
per cent; $100,000 to $500,000, 
$500,000, I5 per cent. 

Class D includes brother or sister of grand- 
parent or descendant of either, the exemption 
being $150 and tax rates over exemption being: 
To $25,000, 4 per cent; $25,000 to $50,000, 8 per 
$50,000 to $100,000, $100,000 
16 per cent; 20 per 


sister, 


I2 per cent; over 


cent ; IZ per cent; 
to $500,000, 
cent. 

Class E includes all others except Class F, 
the exemption being $100. Tax rates over ex- 
emption to $25,000, 5 per cent; $25,000 to $50,- 
000, 10 per cent; $50,000 to $100,000, I5 per 
cent; $100,000 to $500,000, 
$500,000, 25 per cent. 


over $500,000, 


20 per cent; over 
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Class F is entirely exempt and embraces gifts 
for county and municipal purposes within the 
State and for religious, charitable and educa- 
tional purposes within the State. 

WEsT VIRGINIA 
In West Virginia classifications and bene- 
ficiaries, exemptions and tax rates are as pre- 
sented below: 

Class A: Wife, husband, child, children of 
a deceased child, father, mother, lineal ancestor 
and descendant; exemption, widow, $15,000; 
all others, $10,000; on amount over exemption to 
$50,000, 2 per cent; $50,000 to $100,000, 4 per 
cent; $100,000 to $150,000, 4%4 per cent; $150,- 
000 to $200,000, 5 per cent ; $200,000 to $300,000, 
514 per cent; $300,000 to $400,000, 6 per cent; 
$100, 000 to $500,000, 614 per cent; over $500,000, 
7 per cent. 

Class D: Brother, sister (not including half 
blood) ; exemption, none; on amount to $50,000, 
4 per cent; $50,000 to $100,000, 8 per cent; 
$100,000 to 150,000, 9 per cent; $150,000 to 
$200,000, 10 per cent; $200,000 to $300,000, II 
per cent; $300,000 to $400,000, 12 per cent; 
$4000,000 to $500,000, over $500,- 
coo, 14 per cent. 

Class C: All relatives further removed than 
Class B; exemption, none; on amount to $50,- 
000, 6 per cent; $50,000 to $100,000, 12 per 
cent ; $100,000 to $150,000, 1314 per cent; $150,- 
000 to $200,000, 15 per cent; $200,000 to $300,- 
000, 167% per cent; $300,000 to $400,000, 18 per 
cent ; $400,000 to $500,000, 21 per cent. 

Class D: All others except Class E; ex- 
emption, on amount to $50,000, 10 per 


3' Per Cent; 


none; 


cent; $50,000 to $100,000, 20 per Cent ; $160 

to $:50,000, 2214 per cent; $150,000 ‘ail 200-00 
25 per cent; $200,000 to $300; 000, 2714 per ¢ 
$300,000 to $400,000, 30 per cent; Swan 
$500,000, 3214 per cent; over $500,000, 35.9 
cent. 

Class E, includes gifts for educational, ite 
ary, scientific, religious, charitable or public 
poses used exclusively in this State which @ 
entirely exempt. 





In Terms of Daily Income 

There are a lot of people who think 4 
have enough life insurance, but who, in real 
are unknowingly deceiving themselves, ih 
haven’t stopped to think, or nobody has points 
out to them, just what the money left to fi 
dependents is worth in terms of daily ineg 
The man who carries a $5000 policy, for @ 
stance, might think more favorably of yg 
suggestion that he increase his protection# 
you explain to him that $5000 at 6 per ca 
yields only 82 cents a day. 2 

Here is the daily yield, figured roughly ¢ 
a 6 per cent basis, of amounts from $1000 
$10,000: 

$1000 will yield a daily income of 16 ce 
$2000 will yield a daily income of 32 cents; $29 
will yield a daily income of 41 cents; $3000 
yield a daily income of 49 cents; $4,000 
yield a daily income of 65 cents; $5000 W 
yield a daily income of 82 cents; $7000 will yi 
a daily income of $1.15; $7500 will yield a da 
income of $1.23; $10,000 will yield a daily i 
come of $1.64.—The Guardian Life. 7 
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IND. 


HERBERT M. WOOLLEN 


Home Office 
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T. LOUIS HANSEN, 
Vice-President 


The Guardian Life Insurance Company 


Co-operation That Counts: 


Two of the features in The Guardian’s | 
comprehensive plan of service to Agents) 
which aid our representatives to increase” 
their production: 


A TRAINING Course for new Agents. 


The Prospect BuREAU, which develops! 
real bona-fide leads for all Agents, old or new. 


If you want to know the whole story of 
what this Company is doing for its) 
Agents, address: 


GEO. L. HUNT) 
Supt. of Agencies ‘ 


OF AMERICA 


Established 1860 under the Laws of the State of New vol : 


50 Union Square, New York 
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DETROIT LIFE TO BUILD 


«Story Home Office to Be Erected 
Te r in Detroit 
BUILDING WILL BE MODERN IN EVERY 
RESPECT 


Energy of President M. E. O’Brien Largely 

Responsible for Progress Enabling 

Company to Take This Step 

Further material evidence of the faith which 
progressive Detroit business interests have in 
the commercial future of the community is 
well illustrated by the fact that the Detroit Life 
Insurance Company, through its president, M. 
E. O’Brien, has announced that work would 
start immediately upon the erection of a new 
home office building for this corporation. 

It will be a ten-story office building, and the 
contract price approximates $350,000. 

The design of the building, as will be ob- 
served from the accompanying picture, is classic. 

It will be completely fireproof, no wood be- 
ing used in the permanent construction. The 


‘ 


building will be of reinforced concrete, with 
select buff Bedford limestone facing, except for 
the columns above the base, which are to be 
faced with select face brick. 

The first oor will comprise six stores, with 
main lobby entrance leading directly to elevator 
foyer. 

The second floor will be given up to exclusive 
shops, the remaining floors to be for offices. 

A battery of high-speed elevators will serve 
all floors and the basement. 

Mechanical equipment will be of the most 
modern type, including refrigeration. Marble 
will be used almost exclusively throughout for 
the interior trim. 

The story of the growth and development of 
the Detroit Life Insurance Company stands out 
as a tribute to the indomitable energy and ap- 
preciation of opportunity on the part of Presi- 
dent O’Brien and his associates in the manage- 
ment of this company. 

At the present time the Detroit Life Insur- 
ance Company has insurance in force agegre- 
gating $30,coo,000, with reserves totalling $2,- 
350,000 and gross assets of $2,350,000. 
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ILLINOIS STANDARD 
TABLES 


Two Volumes.of This Important 
Edition Now -Issued 


FACKLER AND FACKLER THE AUTHORS 


First Volume Covers Net Premiums and 
Terminal Reserves, and Second 
Volume Mean Reserves 
Illinois Standard Tables is the title of the 
most important actuarial work which has been 
undertaken for many years. It is being pub- 
lished in three volumes by The Spectator Com- 
pany, New York, the compilation having been 
done by Fackler and Fackler of New York, the 

noted consulting actuaries. 

The three volumes, embracing about 720 
pages in all, include Net Premiums, Terminal 
Reserves, Mean Reserves and Cost of Insur- 
ance on various standard forms of life and en- 
dowment insurance, namely, life and limited 
payment life, eleven plans; endowments for 
stated periods, seven plans; limited payment en- 
dowment for periods, fifteen plans ; endowments 
at stated ages, six plans; limited payment en- 
dowments at ages, eighteen plans. 

Volume I presents the Net Premiums and 
Terminal Reserves on the Illinois Standard 
basis for the various forms of insurance indi- 
cated, according to the American Experience 
Table with three and one-half per cent interest. 

Volume IT contains the tables of Mean Re- 
serves for the fifty-seven forms of insurance 
above mentioned. 

The tables cover a number of limited pay- 
ment life plans with premium payments for 
other than the usual ten-, fifteen- and twenty- 
year periods, endowments for periods at inter- 
vals of five years from ten to forty years, and 
ten-payment, fifteen-payment and twenty-pay- 
ment endowments for these periods. 

The premium tables are very complete, show- 
ing from age fifteen upwards the first year 
premium, the renewal premium beginning with 
the second year of the policy, and the renewal 
premium beginning with the twenty-first year of 
the policy for such long-duration forms as are 
valued on the twenty-payment life preliminary 
term basis under the law. 

The reserve and cost of insurance tables 
show the first year reserves (and cost) and all 
the following reserves (and cost) during the 
entire premium-paying period of the policy ex- 
cept in the case of the whole life policies, for 
which the tables cover the first fifty years of 
duration. The tables thus cover the period 
during which certain ages and certain policy 
forms are required under the Illinois Standard 
law to be valued on the full net level premium 
reserve basis. 

The premium and other tables have been ar- 
ranged in this complete form so that it will be 
unnecessary to refer to other publications for 
data at the longer durations. 

The price of the set of three volumes is $60, 
the price of a single volume being $25. Orders 
should be forwarded to The Spectator Com- 
pany. 
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The Accumulation Policy 


AN IDEAL COMBINATION 
OF 
INSURANCE WITH INVESTMENT 


SPECIMEN RATE 
$10,000 AGE 35 $319.00 


TABLE OF SURPLUS ACCUMULATIONS 





Based on continued annual premiums of..............0.0005 $319.00 
And insurance cost Gincluded) of .. 2.0... .cccsccccccccccececs 163.00 

And 4% annual interest after first year on surplus accumu- 
MMMNNDINNE? 12 4-1 ica nslavors oop Sale Dee Wee sais alow See euitenies $156.00 

An. Int. Amount 

on Total Payable 

End of Excess Accumu- Accumu- In Case 

Year Paid lations lations of Death 

5 $624.00 $26.50 $688.90 $10,688.90 

10 1,404.00 66.00 1,716.90 11,716.90 

15 2,184.00 114.10 2,967.70 12,967.70 

20 2,964.00 172.70 4,489.40 14,489.40 


The Accumulation Fund, or the interest therefrom, may be used for the pay- 
ment of premiums, or withdrawn in cash at any time. Its use, however, does 
not reduce the insurance benefits specified in the face of the policy. No in- 
terest is required on withdrawals. Any balance in the Accumulation Fund 
at the death of the insured is payable to the beneficiary as additional 


insurance. 


We are also writing a policy covering insurance benefits only without invest 
ment features—Specimen Rate Age 35, $16.30 per $1,000.00. 


Capable Personal Producers Wanted in Twenty States 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 

















PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 


CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 


Organized 1871 


Life Insurance Company of Virgig 


RICHMOND, VIRGINIA 
OLDEST LARGEST STRONGEST 


Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies fron 
$1,000.00 to $50,000.00, and Industrial Policies from 
$12.50 to $1,000.00 


Condition on December 31, 1921 


DN bo coda atta th owen $28,308,449.13 
MR Sid cceioedog puma 25,109, 146.04 
Capital and Surplus.............. 3,199,303.09 
Insurance in Force............0.. 214,188,461 00 
Payments to Policyholders........ 1,897,435.45 
Total Payments to Policyholders since 
COOGOTMBREIOR. 0 55055 ccscccereccness $27,720,705.42 


JOHN G. WALKER, President 








THE PRINCIPLES OF 
SURETY UNDERWRITING 


Third Edition Just Published 
By LUTHER E. MACKALL, A. B., L. L. B. 


An Instructive Work for Surety Managers and Underwriters 
CHAPTER HEADINGS 

FIDELITY BONDS—Public Official Bonds—Court Bonds 
(including executors, administrators, guardians, trustees, re- 
ceivers, assignees), Court Bonds (including all required to be 
filed in course of judcial proceedings)—Contract Bonds— 
Depository Bonds—Bonds of Indemnity on account of lost 
instruments—Bonds on Assignment of Accounts Receivable— 
Qualifying Bonds for Insurance Companies—Miscellaneous 
Credit Guarantees—Internal Revenue Bonds—Custom House 
Bonds—Indemnity Bonds in favor of a Surety Company. 


Bound in Buckram Price $3.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: Selling Agents 135 William Street 
Insurance Exchange NEW YORK 



























MAKING MONEY 


That Detroit Life Agents are making 
money is evident from the fact that during 
the first six months of 1922 Detroit Life Agents 
wrote $7,885,000.00 of new business. 

This is an increase of 40% over the same 
period last year. In June, Detroit Life 
Agents wrote $1,808,000.00 of new business 
in Michigan. 

There are some very fine agency oppo 
tunities with the Detroit Life, especially for 
experienced agents. Can also use a few part 
time men. Home Office cooperation assures 
SUCCESS. 




















M. E. O’BRIEN, President. 
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Southland Life Insurance Company, 
Dallas, Texas 


Premium rates per $1000 including waiver of pre- 


mil 


m disability benefit, effective June 19, 1922. 


TWENTY-YEAR ENDOWMENT 
Including Waiver of Premium Disability Benefit 
Prem. 


Prem. 
TE 
Uh csssaeveteiness 40.00 
Ne cists ets = 40.05 
Lek obenppr eee 40.15 
BE civinnns vd 40.20 
Re cacnccecess. £0c20 
I. .. 40.35 
29 .. 40.40 
23 . 40.50 
. eae 10,58 
Wl deciee ch ema 68 40.65 
2 Een eae 40.75 
See ene 40.80 
8... . 40.90 


ORDINARY 





Age 


LIFE 





Including Waiver of Premium Disability Benefit 


Age I 


’rem. 





20-PAYMENT LIFE 
Including Waiver of Premium Disability Benefit 


Age 
EO PCO TeeL 
Ovevirdvniceasies 


BL ciersiela resi eletacaraty 
Bie wag ad ctaccies 





Premium rates pe 


TWENTY-YEAR 
Including Disability 


Prem. 
41.30 


Age 
Pei dadaciosscleasiaten $ 
21 


Prem. 


20.25 
20. 
20.8: 


bo bo bo bo PO LO DO PY LO 
TD OST He 9 2 LO 
bose > 


27.0 


28.4 


- 29.15 


29.90 
30.65 


. 31.40 





Age Prem. 
ibe 0. 8a} ovarerercate aa $24.00 
bse ck eéanakeen 24.90 
a EEE OT Oe 25.80 
OR snecbeveadenaas 26.95 
FESO TCT RE 28.10 
Seis xdxesiwedenes 29.30 
Cee SIC re 30.65 
GBs victsatvectowsns Cee 
ee eee 
ievcvkesccnvvees Ge 
Sea sd ocean eae ees 36.65 
MUNG 6655-89506 ble ee 38.40 
MN aia ahav ce ele rea weer 40.25 
Wad aareipe cena nas 42.15 
i Pee ere Tee 44.20 
Dherivecwm iar aeeiteree 46.35 
Oise. vekscus-weudes 48.65 
Die-d4 us cteaes més 51.15 
DO a iccwcncewcease: DOU 
Diiccsssiextscacxs ee 
SOc cavecsnceasese See 
Der tuwndsdeeunee 62.90 
Gales ecaie we cies oe 64.10 
Age Prem. 
MrGexcsashokeres $32.25 
See ti tesewns ewes 33.10 
, eer rere. 
Ye 34.95 
| re ee ee 36.05 
Miwa eclaiace a d.cla ora Os 37.15 





SET TE Pe 43.60 
eee Cre rrr 45.10 
Gicctecseacea nee 46.70 
i PT EE Pe 48.35 
Gaec.ale caleccleaciune 50.15 
Tie a avoid a:cclore lieve: gua create 
Pe wevarul @-oreele cerca s 54.05 
OWNecveeetuee snes e 56.260 
Wek-cieteumeweun 58.45 
POO EER: 60.90 
Wie « Cow walear at 63.50 
Daina we tatanean 66.35 
Gi gateveawneead 67.00 


¢ r $1000 including disability annuity 
benefit, effective June 19, 1922. 





ENDOWMENT 


Annuity Benefit 


Prem. 
$44.90 
3 


i 
ot ON 
ol 





ORDINARY - LIFE 
Including Disability Annuity Benefit 





Age Prem. Age Prem. 
0 RE ee ere Ore $15.95 a eee ee $26.45 
NS sata. 6.6. 3k planed 16.30 Oe Pee a eee 27.40 
Seivkeevatneiee es 16.70 QOL e dv eendesdanee BAe 
Baba eded at cea es 17.10 Bev écdactwennewes 29.60 
Swedes nacimeee 17.55 ee ee 30.80 
ee Wie Keone uees 18.00 Ritciceorceceaenn Meee 
| ere reer re 18.50 Gea cunevenccanen ee 
TESS vieiecereenne 18.95 GOGe ccnnmneen wares 34.95 
ere ee 19.56 Ma. & alee, x wales 36.50 
MU gta atale ah tialeias 20.05 Seebcdeasnvadece ae 
Wie ela ea tacwin amen 20.65 beeekeaetenenke ee 
| ECP eres Coe S020 060 §.-«|§- Fwawececenanwne 41.80 
Le ORT Ar Z1.GO0 «§«._-_ WB cccccccccccces 43.75 
See ete BAS «_ - GBiec esse oonswenes 45.80 
TOviecesucvenacene S815  Bicccctcseccccss 48.00 
Cit iecewewedeae 23.90 LS ee oer 50.30 
Beisesateeaecenas 24.75 Bis cicvesndcedeec eee 
Dincesnvecs canes 25.55 GO acceeuves oanwure 95.50 
20-PAYMENT LIFE 
Including Disability Annuity Benefit 
Age Prem. Age Prem. 
Svar cncacumeats $24.05 Siesta ueandes $34.80 
Siicacvakennuswes 24.45 : | ee 
Biv uacw de dantenes 24.80 Mr dc tnedatan ea 36.60 
Gases enwecusaeda 25.25 GE. sc cneweavew sae 37.60 
BE aie Rea Weimemae ees 25.65 Be tdceetavateca Oeete 
Dectcncetennas Gee 26.15 Te. ae ead a aueun 39.95 
Dh as pcb aate ie Gee, dare eae 26.60 SG viecemedegends 41.20 
PE cnc ceewdenkvie keke Bes Keen Piatnaves 42.50 
Bi icitcendsce we 27.60 CEEOL EOE 3.90 
SOT dicewesvacee eee ST cnnementncueas 45.35 
adie claw wore ene eae 28.80 GGitsineceetuutes 46.85 
NE cated echuwiceee 29.45 AS iad titanate 48.50 
Gositaenndawwawes 30.15 SGvccncatacvasaea 0.20 
Sivtadvesaesvciewe 30.85 rere 
it Breer ert rc 31.65 BAe aca cuwedseame 53.95 
eee i Cee eer ere. 56.00 
Biv cwc.cicwnrudes enue tt Re eee eye 58.20 
NEwausckmeckesnee< eee Di crawasaeem ences 60.55 


Boston Men at Toronto 

Earl G. Manning and Franklin W. Ganse are 
prominent speakers listed on the program of 
the Life Underwriters’ convention to be held in 
Toronto the last of August. Mr. Manning leads 
discussion on “Graphic Methods of Opening 
the Interview,’ and Mr. Ganse speaks on “The 
Present Status of Inheritance Tax Life Insur- 
ance”: “Life Insurance Programs.” Mr. Ganse 
has been assigned the closing of the discussion 
on cases. 

President Franklin W. Ganse of the Boston 
Life Underwriters Association has appointed 
the following delegates to the International Life 
Association at Toronto: Frank H. Stratton, 
Equitable; Paul F. Clark and Earl G. Manning, 
Jchn Hancock; William H. Hodgkin, Berk- 
shire; Arthur Reddish, Mutual Benefit; Oscar 
C. LeBart, New England Mutual; Charles Jen- 
ney and K. A. Luther, Atna; J. N. Barrows, 
W. D. Bassett, M. F. Curran, W. T. Eldridge, 
E. A. Hoffman, A. G. Smith, W. L. Wads- 
worth, T. M. Goddard, J. H. Harper, Merle G. 
Summers and Robert W. Moore, Jr., New Eng- 
land Mutual; George H. Doggett and Franklin 
W. Ganse, Columbian National; Ralph H. Hol- 
man. 


Niagara Life Will Expand 
he stockholders of the Niagara Life of Buf- 
falo, N. Y., recently approved the proposed in- 
creases in capital to $500,000, and in surplus to 
$210,000. 

President E. H. Burke is planning to make 
the Niagara Life a national institution by ex- 
tending its operations to twenty additional 
States. The company has a new policy in 
preparation, and will make important and attrac- 
tive changes in its old contract forms. 


—The Reinsurance Company of Canada has already 
issued over $500,000 of business. New business for 
June amounted to $262,000. 
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A. J. BROWNING A SUICIDE 


Mississippi District Attorney Was Man 
Who Filed Suits Against Life 
Companies 
Jackson, Miss., July 25—A. J. Browning, 
State’s prosecuting attorney, committed suicide 
by shooting himself at his home at Collins, 

Miss., on the 19th of July. 

The dead prosecuting attorney came suddenly 
into public notice when he filed suits against 
forty-one life insurance companies and twenty- 
seven casualty companies and indemnity insur- 
ance companies in February last. These suits 
charged violation of the antitrust statutes of 
Mississippi, and asked damages totaling more 
than a billion dollars. The filing of these suits 
brought on hot turmoil over the State in con- 
nection with the anti-trust suits of the State 
revenue agent against the fire insurance com- 
panies and the fight in the legislature then in 
session for a modification of the State’s insur- 
ance laws. The suits were annulled by the legis- 
lature by the passage of the so-called “Stone 
Abatement Act,” which was approved by the 
Governor. Mr. Browning promised at first to 
prosecute his suits and test the validity of this 
new statute, but when they came to trial at 
Collins a few weeks later, withdrew them. 


STOCK WITH POLICY ISSUE 


Kansas Superintendent’s Office Elective 

This is the concluding week of the primary 
campaign in Kansas and one of the warmest 
fights the State has ever seen is that for the Re- 
publican nomination for Superintendent of In- 
surance. There are six candidates and all of 
them have been industriously seeking the festive 
voter on his native heath for some weeks. 
Kansas is one of the few States which has an 
elective insurance supervisor and this has 
brought out quite active campaigns in previous 
years, but there never has been a primary so 
active as this year. 

There is one big issue being fought out in 
the primary campaign. This is the -fight be- 
tween the old line life insurance companies and 
the “stock-with-policy” companies in this 
State. Some of the stock-with-policy com- 
panies in other Middle Western States are tak- 
ing an active hand in the Kansas campaign. 
The stock-with-policy campaign is centering 
around William R. Baker, formerly assistant 
superintendent of insurance and the actuary 
for the Liberty Life of Topeka. 

The old line companies are divided in their 
allegiance. Walter Herrick is opposed to the 
sale of stock with life insurance contracts. 
Charles F. Hobbs, formerly an examiner and 
now the actuary for the insurance department, 
has a considerable number of old line life men 
working industriously for him. 


—The Farmers National Life Insurance Company, 
Chicago, reports that “June was in all réspects the 
biggest month in the history of the company.” 

Every man who purchases life insurance attaches 
his signature to a declaration of independence that 
protects his widow, his orphans and his own old age.. 
—Great Southern Life Bulletin. 
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Accident Insurance 
For Tourists 


FONHE railroads are expecting a large tourist 
travel thissummer. Summer excursion rates 
are lower than they have been for some time. 


With their knowledge of travel accidents, the 
prospective travelers will have more money and 
inclination for accident insurance. 


The Maryland Casualty agents, in the Per- 
fection Accident Policy, have the standard of 
perfection in accident insurance to offer to 
tourists; complete and extra coverage. 


The policy covers the policyholder in his 
daily routine as well as on his vacation or bus- 
iness trips. 


Maryland Casualty Company 
Baltimore 


Casualty Insurance - - - Surety Bonds 























THE ADJUSTER'S MANUAL 


C. H. HARBAUGH, M. D. 


Expert Examiner and Adjuster 


Entirely Rewritten, Illustrated and Greatly Enlarged. 


This new edition retains all the valuable features of 
this well-known book. Each page has been slightly 
oatnpe and over one hundred pages of new matter 
added. Each article on diseases contains an additional 
paragraph under a new heading and forty-four entirely 
new articles on accidents and diseases have been added. 

In addition to these new articles, this new second edi- 
tion contains tables of the bones of the body, the muscles 
and their functions, and a glossary of medical terms— 
seventeen hundred medical words commonly used in the 
accident and health insurance business being explained. 
It contains a new index, so complete that anything can 
be found in the book without trouble. 

The new second edition of The Adjuster’s Manual will 
prove extremely valuable to all claim adjusters and is 
a in any office settling accident and health 
claims. - 


Price, in Flexible Leather Binding, $3.00 


A liberal discount will be allowed on orders of one hun- 
dred or more copies. 


Published by 


THE SPECTATOR COMPANY 


135 WILLIAM STREET 
NEW YORK 


CHICAGO OFFICE 
INSURANCE EXCHANGE 


A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 








The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 


PUBLISHERS 





135 William Street 
New York 


Chicago Office 
Insurance Exchange 























A 
Recet 


The 
and S 
in the 
of last 
tion q 
the as 
attend: 

Tw 
tion, \ 
taxati¢ 
of ad; 
to 192 
and th 
proble 

Ano 
cent de 
gardin} 
panies 
was re 
panies, 


Mot 

A e 
Compa 
New | 
Its aut! 
40,000 | 
stock, ¢ 
no par 
stock i 
dent 
preside 
treasur 
tary ar 
the Mc 
antee ti 
when t 
holder 
defectiy 
to pay | 
pected 
The co: 
from $1 


Ir 
Mitw 
week 0) 
at Madi 
preventi 
the Inde 
ferences 
sity of 
mons in 
dustrial 
on “Org: 
tral Co 
tion insu 
the conf 


—The 
the Heal 
lave beer 








| | F 


ce 











July 27; 1922 





Casualty, Surety, Etc. 





THE SPECTATOR 








eee 


DISCUSS TAXATION 





Casualty and Surety Underwriters 
Hold Special Meeting 





ADJUSTED PREMIUM QUESTION 





Recent Decision of Illinois Supreme Court 
Also Comes Up for Discussion 

The International Association of Casualty 
and Surety Underwriters held a special meeting 
in the Hotel Astor, New York, on Thursday 
of last week to consider several important taxa- 
tion questions. A. Duncan Reid, president of 
the association, presided over the meeting. The 
attendance was excellent. 

Two subjects, both having to do with taxa- 
tion, were discussed. The first related to the 
taxation in 1922 under the Federal Revenue Act 
of adjusted premiums of policies issued prior 
to 1922. The matter was thoroughly discussed 
and then referred to the committee on Federal 
problems. 

Another important question grew out of a re- 
cent decision of the Illinois Supreme Court re- 
garding the taxation of certain classes of com- 
panies doing business in Illinois. The matter 
was referred to a special committee of five com- 
panies, to which two more were later added. 


Motor Car Abstract Company Forming 

A company entitled the Motor Car Abstract 
Company, Inc., is in process of organization at 
New York by Walter B. Renton and others. 
Its authorized capital is $1,000,000, divided into 
40,000 shares of 8 per cent cumulative preferred 
tock, and 80,000 shares of common stock with 
no par value. The par value of the preferred 
stock is $25 per share. Mr. Renton is presi- 
dent of the company, Wayne Wilson is vice- 
president, William C. Ackley is secretary and 
treasurer, and J. C. A. Huber is assistant secre- 
tary and assistant treasurer. The purpose of 
the Motor Car Abstract Company is to guar- 
antee titles of motor cars to policyholders, and 
when titles are not found to be clear and the 
holder of same sustains financial loss due to 
defective title, the company will obligate itself 
‘0 pay such loss. The plan of operation is ex- 
pected to lead to a reduction in theft losses. 
The cost of a certificate of ownership ranges 
from $10 to $35. ; 


Industrial Relations Conferences 

Muwauker, Wis., July 24—The fourth 
wek of the industrial relations conferences 
tt Madison, Wis., will be devoted to accident 
mevention, R. M. McKeown, chief engineer of 
the ndustrial Commission, declared. The con- 
‘rences have been arranged with the Univer- 
‘ly of Wisconsin through Prof. J. R. Com- 
nots in co-operation with the Wisconsin In- 
tustrial Commission. Mr. McKeown will speak 
. “Organization of Safety Work of the Indus- 
Tal Commission.” Casualty and compensa- 
on insurance men form a large attendance at 
the conferences, 


—The 
the 


i Proceedings of the mid-winter meeting of 
‘ talth and Accident Underwriters Conference 
‘we been issued in book form. 


Dust Phthisis in the Granite-Stone 
Industry 

A bulletin (No. 293) of the United States 
Bureau of Labor Statistics constituting one of 
its series on industrial accidents and hygiene 
and bearing the title, “The Problem of Dust 
Phthisis in the Granite-Stone Industry” has 
been prepared by Dr. Frederick L. Hoffman. It 
embraces 178 pages and the general subject is 
treated from every viewpoint. In general, it 
shows that the granite-stone industry is carried 
on by wage earners who, broadly speaking, live 
under sanitary conditions above the average, so 
that possibly unfavorable environmental factors 
are of decidedly secondary importance; the 
housing conditions under which the workers live 
are above the average and favorable to a low 
mortality; in general, the workers are of 
superior physique, indicating a high degree of 
disease resistance; granite-stone workers, con- 
sidered by specific occupations, show wide 
variations in tuberculosis frequency, the excess 
in the death rate being most marked among 
the men employed in granite-stone cutting, it 
being especially severe among the men em- 
ployed in the use of pneumatic tools. In gen- 
eral, the risk is practically proportionate to 
dust exposure. It is also found that com- 
pared with the normal death rate of adult males 
of the State of Vermont or of New England 
the mortality from pulmonary tuberculosis 
among granite-stone workers has_ increased 
enormously during the last two years, as con- 
trasted with a diminishing mortality in the 
population at large. Against a decrease in the 
pulmonary tuberculosis death rate of adult 
males in the State of Massachusetts from 288.5 
per 100,000 exposed to risk during 1895-1899 
to 203.2 during 1915-1918 there had been an in- 
crease in the corresponding death rate of granite 
cutters of the Néw England States from 432.0 
per 100,000 during 1895-1899 to 1056.7 during 
1915-1918. The only other occupation for which 
information is available for thé corresponding 
period of time is that of glass-bottle blowers 
among whom the mortality from pulmonary 
tuberculosis diminished from 418.6 per 100,000 
to 265.9. This information is confirmed by 
similar data in other parts of the country. 


AMERICAN SURETY OUTING 
Annual Affair Held at Whitestone Landing 

The men employes of the American Surety 
Company, New York, held their fifteenth an- 
nual outing at Duer’s Whitestone Landing, 
Long Island, on Saturday, July 15. Games were 
enjoyed during the afternoon and the baseball 
game was won by the surety team playing 
against the fidelity team. A delightful dinner 
was served in the pavilion at the landing. 

A special feature of the outing was the fact 
that a fleet of large sight-seeing busses con- 
veyed the men from the home office at 100 
Broadway through Brooklyn and Flushing. 

Plans of the outing were under the direction 
of W. C. Lloyd, chairman of the committee; 
F, A. O’Connell, secretary; S. B. Brewster, A. 
J. Entwistle, W. Goetz, W. C. Joost, C. E. St. 
John, S. C. Hemstreet, S. W. Bull, W. D. Ab- 
bott, S. H. Ivers, E. G. Lane, J. J. Lucy, C. S. 
Waterbury. 
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Guest in Automobile Must Take Own 
Precautions 

An important legal ruling of special interest 
to insurance companies has just been handed 
down by the Kansas Supreme Court. It is 
asserted by insurance men that it will save 
insurance companies many thousands of dollars 
a year in claims. The decision did not come 
down in any case affecting an insurance com- 
pany. 

Randle Sharp, a college boy, was a member 
of the Washburn college baseball team. He 
was on his way to St. Mary’s to play a game 
with the college team there. The team was 
making the trip in a truck when the truck 
broke down. The cars of various collegians 
were pressed into service to take the team to 
the college town. Sharp got into the car 
driven by Dewey Sproat of Topeka. After 
going only a mile or so the car was wrecked and 
Sharp was killed. 

T. A. Sharp, father of the boy, brought suit 
in the district court in Shawnee county for 
damages for the death of the son. He won in 
the lower court. The Supreme Court of the 
State has just reversed the judgment with a 
ruling that a passenger in a car must take 
some precautions to protect himself. Sproat 
was driving between forty and fifty miles an 
hour with an overloaded car when the accident 
occurred. 

The Supreme Court, in its opinion reversing 
the lower court, said: 

“An invited guest in an automobile driven at 
an excessive and dangerous speed is required 
to exercise such care as is reasonable and prac- 
ticable to avoid injury to himself, and ‘if he 
fails to warn the driver, remonstrate with him 
or demand that the automobile be stopped so 
that he may leave it or take any precaution for 
his own protection when there is time and op- 
portunity .to do so, no recovery can be had for 
injury sustained by him through the negligent 
operation of the car.” 

Sharp and none of the others in the car 
ever protested to Sproat against the speed at 
which he was driving. There was no great 
hurry, as there was ample time to reach the 
ball grounds. But there were several other 
cars being driven by college boys and girls and 
it was asserted that Sproat was trying to over- 
take and pass them and “beat the crowd to St. 
Mary’s” with his party. 

Inter-State Accident After Business 
The Inter-State Business Mens Accident As- 
sociation of Des Moines, Iowa, has just com- 
menced an intensive campaign for new business. 
A number of field men have been put on in vari- 
ous districts in the twenty-four different States 
in which they are now operating. 

The organization, which is under the manage- 
ment of Ernest W. Brown, has not made any 
special effort for new business the past year and 
a half. On account of the very low moral haz- 
ard which all lines of insurance (and more espe- 
cially sickness and accident insurance) have 
experienced during this period, the Inter-State 
has been content in taking only such new busi- 
ness as was necessary to hold its agency or- 
ganization. 





THE SPECTATOR 











oo 


Thursday 





INCOME INSURANCE 
SPECIALISTS 


Opportunities for Salesmen in 47 States 
Address H. A. LUTHER, 2d Vice=Pres. 
NORTH AMERICAN ACCIDENT INSURANCE CO. 


209 S. LaSalle St., Chicago, III. 
a 


























National Life Insurance Company 
of the Southwest 


The Company to represent in New Mexico 
and Arizona ‘‘More Days of Sunshine’’ 


For attractive agency proposition write 


Ww. C. KEIM 


Agency Director ALBUQUERQUE, NEW MEXICO 

















List of American Life Insurance Companies 
(Revised to Date) 


Two hundred and ninety-two American legal reserve insur- 
ance companies are now licensed to transact business. Their 
corporate titles, location of head office, capital, names of presi- 
dents and secretaries, are given in convenient form in four pages, 
printed on bond paper, and will be found useful by every com- 
pany, manager and agent. 

PRICE, 50 CENTS PER COPY 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 

















INTERNATIONAL LIFE OF ST. LOUIS 
SHARES PROFITS 
WITH ITS AGENCY ORGANIZATION 


That spells a whole volume in a connection with a 
company broadly known for establishing new world 
records for growth and prosperity. Just write the 
home office for a bill of particulars about the Inter- 
national Life plan for distributing among its leading 
agents a share of the profits, based on the high char- 
acter and persistence of insurance written—that is, 
send your inquiry if you write business of high char- 
acter and persistence. ‘The International Life profit 
sharing plan is now reinforced by two years of prac- 
tical and successful demonstration. It isan exclusive 
International Life feature and as such modern and 
all that it ought to be. 


INTERNATIONAL LIFE INS. CO. 
ST. LOUIS MO. 


**A World of Strength’’ 





A PENN MUTUAL PREMIUM, less a PENN 
MUTUAL DIVIDEND, purchasing a PENN MU. 
TUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION 
which in the sum of ALL ITS BENEFITS is unsur. 
passed for net low cost and care of interests of al] 
members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 














CAPABLE POLICY-PLACERS 


Can always find a satisfactory opportunity for work with this Company in good 
territory—men who can collect the premiums as well as write the applications, Why 
not make inquiry now? 


Union Mutual Life Insurance Co, 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of Agencies 








Agents and Solicitors 


who are subscribers to THE SPECTATOR, and who 
wish to increase their commissions by selling 
additional kinds of insurance, will be 


Cheerfully Helped to Form New Connections 


with companies writing 


FIRE, LIFE, ACCIDENT, HEALTH, LIABILITY, LIVE 
STOCK, BURGLARY, PLATE GLASS, AUTOMO- 
BILE, FIDELITY, STEAM BOILER, FLY 
WHEEL, SPRINKLER, CREDIT, BANK 
DEPOSIT, REGISTERED MAIL, 

TORNADO AND HAIL 
INSURANCE 


While soliciting particularly for one kind of insur- 
ance, the agent who is posted and ready to take 
applications for other classes of insurance can often 


get them for the asking. LET US AID YOU. 


THE WAY OUR SYSTEM WORKS 


The following is a sample of the many testimonials received from 
agents sending thanks for our assistance in getting them agencies: 


V LS, PO 5 
C hing wre Lebo Uaderuros 
| 23 Mam Sheet: New Yor 


Losis Leix, Agent 





Union Bank Bldg. Altoona, Pa 


March 13, 1922. 


The Spectator, 
New Yorkg 


Dear Sirs:- 


Your service department has enabled me 
to establish connections with all kinds of insur- ® 
ance companies, excepting Automobile Theft. 
Can you inform me of a good, strong com= 
pany writing all forms of automobile insurance? 
Oblige, 


Respectfully yours, 


gna 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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New England Casualty to Pay Up 
The receivers of the New England Casualty 
Company, which has been in the process of 
fiquidation since 1917, are confident that credi- 
tors will receive 100 per cent of their claims. 

Agencies have secured exeellent results in 
securing releases on a number of outstanding 
bonds and other obligations. They have also 
heen fortunate in many instances of having 
come important suits for claims decided in 
their favor. From the present outlook it will 
take at least five years more before the affairs 
of the company are finally wound up. 


Supreme Casualty Growing 

J. J. Tague, president of the Supreme Cas- 
yalty Company, Milwaukee, has announced that 
the home offices of the company in the Caswell 
block will be enlarged and a larger office force 
installed to care for the rapid growth of new 
business in the company. Thirty-five agents 
have been added to the company’s field force in 
Wisconsin during the past month. 


Ruling on Bidders’ Bonds 

The Oklahoma Insurance Department, by E. 
W. Hardin, Commissioner, has made the fol- 
lowing ruling on bidders’ bonds: 

It has been called to the attention of this de- 
partment that a number of companies licensed 
to issue bonds in Oklahoma have adopted the 
practice of furnishing contractors, without cost, 
a supply of what are commonly known as Bid- 
ders’ bonds, thereby enabling these same con- 
tractors to offer bids and obtain contracts for 
building of various structures in this State, with- 
out the payment of any premium whatever for 
these bonds. This practice not only constitutes 
discrimination between policyholders under our 
lav, but it robs the State of the premium tax 
it is entitled to collect under Section 3426 of 
the Revised Laws of the State of Oklahoma, 
1910, and must be discontinued. 


ACTION ON AUTO CASE UNDECIDED 


May Appeal to Supreme Court from Kansas 
Decision 

It has not been definitely decided what action 
will be taken to determine the liability of an 
insurance company for a motor car obtained by 
the giving of a worthless check. The Kansas 
Supreme Court has ruled in the suit of the 
Overland-Reno Company against the Inter- 
national Indemnity Company of Los Angeles 
that this constituted a species of theft under 
the terms of the policy and that the company 
must pay. 

Carl. Trapp, general agent for the Inter- 
national, has been in conference with the at- 
torneys and the general office of the company 
regarding the case. Tf an appeal is to be made 
to the Supreme Court of the United States a 
Petition for a rehearing must be filed by Friday. 
Owing to the fact that the Supreme Court has 
ruled similarly in two cases, it is not regarded 
a likely that a rehearing would be granted. 
The case could then be appealed to the Supreme 
Court of the United States. 

The managers of the companies writing au- 
tomobile theft insurance have had several meet- 
Mgs to discuss the case, and it is the opinion 


of some that there should be a change in the 
policy forms, particularly to the coverage for 
motor car dealers, and let the decision of the 
court stand as it is. ‘They propose that the 
policy form relating to theft coverage be 
changed to specifically apply only to actual 
theft. If the dealer then wanted protection 
against writers of bad checks or any other 
form which might constitute a species of theft, 
a rider could be attached and a specific charge 
for this protection made for the policy. 





Regarding an Automobile Theft Decision 
[To the Editor of THe Spectator] 

As one who used to be actively engaged in 
automobile underwriting, I have read with in- 
terest and much concern the article in your 
July 13 issue in which it is stated that the 
Supreme Court of Kansas has reversed a deci- 
sion of a lower court of that State and has 
declared an insurance company liable for the 
theft of an automobile under the following cir- 
cumstances : 

An automobile was sold by a dealer to a 
party who gave a worthless check in payment, 
presumably receiving a bill of sale and depart- 
ing with the automobile. Later it was found 
that there were no funds in the bank upon which 
the check was drawn and the gullible automo- 
hile dealer finding he had been swindled en- 
deavored to recover his loss through the medium 
of an insurance policy which I again assume 
contained the theft clause which is a part of 
the regular automobile fire and theft policy. 

Tf the facts are as outlined above, I sincerely 
hope that the insurance company involved will 
carry the case to the highest court of jurisdic- 
tion before submitting to what appears to be a 
eross miscarriage of. justice. 

In the first place by no stretch of imagination 
can the automobile policy be interpreted to guar- 
antee the integrity of the purchaser in a transac- 
tion such as that which took place in this in- 
stance. A check is not legal tender and if the 
dealer accepted it as such and gave an uncon- 
ditional bill of sale to one whose standing and 
responsibility he did not trouble to investigate 
it seems clear that the dealer is a culpable party 
to the fraud and deserves no sympathy and cer- 
tainly no compensation under an insurance pol- 
icy covering theft of an automobile which he 
deliberately gave awav. 

You do not give the details of the court's 
decision nor the arguments presented which en- 
abled it to arrive thereat but it seems wholly 
erroneous and fraught with much danger for in- 
surance companies that endeavor to transact a 
levritimate brsiness. 

Supnose, fer instance, the partv had presented 
a check for a much larger amount than the cost 
of the automobile with the understanding that 
if the dealer would cash the check a part of 
the money would he handed back in payment of 
the automobile. Would the court hold that the 
automobile had been stolen? 

Supnose again that the would-be purchaser 
had offered to turn over a Kansas farm in pay- 
ment of the avtomohbile and after gainine posses- 
sion of it he had disposed of the farm to some- 
one else. Would the honorable court say that 
he had stolen the automobile? 

T certainly hope in the interest of the general 
good of all companies that the Supreme Court 
of Kansas will search further for legal light 
and net subiect well-meaning business enter- 
prise to be imposed upon as. has been the. ten- 
denev in only too many of our urban .com- 
munities. 

Yours faithfully, 
5. G. Wricat. 
Deputy Assistant Manager, Union Marine 
Insurance Company. 
July 24,1922. 
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AROUND THE CAPITAL 
Recommends Government Insurance 
CRITICIZES MARINE POLICIES 


Senator Fletcher of Florida Wants to 
Simplify Insurance and Ship Subsidy 


WasuHincton, D. C., July 24—Charging that 
the money paid out by the Government as ship 
subsidy “would find its way into the pockets of 
the bankers and brokers and insurance com- 
panies—all interested in foreign shipping and 
the latter channel leading directly into foreign 
hands”—Senator Fletcher of Florida last week 
opposed the enactment of the ship subsidy bill 
and urged that, in its stead, the United States 
Shipping Board bring its work to an efficient 
plane. 

The Senator suggested that, instead of the bill 
now before Congress, the Shipping Board take 
over and operate directly all their ships; execute 
in good faith and with real’energy the mer- 
chant marine act of 1920; dismiss more than 
one-half of its 8000 employees in Washington; 
reduce the needless expenses several million 
dollars a year, and conduct their affairs on a 
business basis. He would also authorize the 
board to sell ships to American citizens and 
bona-fide American companies on the payment 
of 25 per cent in cash, the rest to be paid in 
ten annual instalments with interest at four 
per cent. 

The most important recommendation made 
by Senator Fletcher, however, had to do with 
the insuring of American shipping. “At the 
risk of being charged with socialistic tendencies,” 
he said, “I would, if it is found necessary to 
accomplish what the Shipping Board claims to 
aim at, have the Government furnish insurance, 
hull and cargo, as to all marine risks, to all 
American vessels at cost, and either create or 
so establish the American bureau of shipping 
as to have it serve the purpose, a classification 
agency, to have a similar relation to American 
shipping as Lloyd’s has to British shipping. The 
Government could in this way save American 
shipowners, without raiding the Treasury at all, 
approximately two to three per cent on their 
item of insurance, which is now a burden on 
them owing to their dependence on Lloyd's and 
foreign underwriters and insurance companies. 
This could be done by an organization under 
the Shipping Board similar to the War Risk 
Bureau, which was established and operated 
during the war in the Treasury Department. 
This bureau was established at the instance and 
request of American shipowners. It wrote the 
war risks at very low rates and netted the Gov- 
ernment some $17,000,000. This is an instance 
of the Government conducting a considerable 
business efficiently and economically, and dis- 
proving the claim that the Government is in- 
capable of conducting a large enterprise like 
the shipping business successfully. In other 
words, two per cent of the insured value of hull 
and cargo saved the owners and shippers would 
amount to an enormous sum, and this could be 
done by establishing a proper classification 
agency and writing the insurance at actual cost. 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


— 


JAMES H. WASHBURN, F. A. I. A, 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 

















Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 


mobile-Hartford National- Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of Ametica 


surance Stuyvesant Automobile Insurance 
Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 


FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, Iowa 











JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING 


ST. LOUIS, MO. 











J. L. MITCHELL 


fs prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. 

Temporary money advanced on strictly private 


arrangements. 
All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 





322 HURT BLDG. 








JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate 


ATLANTA, GA. 
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FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and vVorkmen’s Compensation 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 





T. ©. RAFFERTY 


CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 








A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 

















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bidg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


402-404 Kraft Building 
Telephone Walnut 3761 


| 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 








T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuatants 
THE BOURSE PHILADELPHIA 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 








SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








Des Moines, lowa 








A Policy Saved is a Policy Made 











THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’’ 
10 So. La Salle St. 
“20 Years’ Experience Backs Our Service” 


Chicago, Ill. 


MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street CHICAGO 
Telephone Randolph 3473 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


75 FULTON ST. 








W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


25 FRANKFORT ST. 
NEW YORK 





NEW YORK COLLEGE AND UNIVERSITY 
GRADUATE, A. B. LLB. 


With Twenty Years’ Practical Experience in Insurance manage 
ment, underwriting, loss adjustment and investment departmetl 
of American and foreign insurance companies, desires Tr a 
losses, procure capital, and handle fire, merine, life, casualty 


surety matters on per case or per diem basis. 
Address A. L. CAMERON Box 10, Care, The Spectator 
Cable Address: Lawbond—New York 
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— Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 
A. 90 William Street New York City 
Thos. Galbo, Genl. Mgr. 
RY RELIABLE — INVESTIGATIONS AND ADJUST- 
“ MENTS BY EXPERTS — QUICK SERVICE — OUR 
rk City MEPUTATION is based on past performances—Weshow 
al and results. Send for booklet of references. Liability, Com- 
nsation, Auto, Fire and Theft, Collision, Property 
ork amage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 
SEES 
es 
Statisticians 
es 
: Underwriters 
e a 
YORK Statistical Bureau, Inc. 
i . - . 
We render complete statistical service 
Hl of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
YY prepared promptly and accurately. Rates 
; reasonable. Results most satisfactory. 
OKLA, Phone: ASHLAND 7358 
153 Fifth Ave., New York City 
\e “Of course, marine insurance companies will 
ry object, but the chief interference will be with 
. foreign agencies and companies who now dictate 
utaats both classification and insurance.” 
LPHIA At least 65 per cent of all American vessel 
insurance is written with foreign companies, 
; the Senator pointed out, referring to testimony 
given before the Senate committee which had 
hearings on the subsidy and marine insurance 
sellor 
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“Congress recently passed a law which seeks 
to legalize and validate combinations among in- 
surance Companies—a more or less gigantic 
trist—but even after that, American concerns 
must look to big foreign companies to under- 
write their lines,” he continued. “Let the Gov- 
emmment save to American shipowners three to 
four per cent on their insurance and do away 
with this complicated ‘general average,’ which 
id insured understands and which places him 
in the hands of the insurance company a help- 
kss suppliant in case of loss. What we need 
isa plain, understandable policy, which says 
what it means and means what it understand- 
ingly says. No man living two blocks away 
‘om a building which is burned should be 
required to share in the loss or risk. General 
average requires that. 

“Marine insurance ought to be placed on the 
principle of the shortest distance between two 
fomts, a direct, straight line, instead of a 
tevious, confused, uncertain conglomeration of 
Wandering provisions, including that indefinite, 
ambiguous, cumbersome general-average clause, 
inder which investments are tied up for as long 
atime as ten years at times. 

“The average charge for insurance will be 
4h to six per cent, and amounts to six or seven 
Mt cent of the total operating costs. The rates 
"steamers are from 414 to six per cent, and 
“cargoes two to three per cent.” 


Swampscott Program 
(Continued from page 4) 


MacGibbon, deputy insurance commissioner, 
New Mexico. 

Discussion—Hon. George W. Wells, Jr., 
Minnesota; Hon. John W. Walker, Utah, and 
Hon. John J. Donahue, New Hampshire (five 
minutes each). 

“Fire Prevention as Relating to the Preserva- 
tion of Our Forests’—Hon. P. H. Wilbour, 
insurance commissioner, Rhode Island. 

Discussion—Hon. Howard J. Brace, Idaho; 
Hon. George P. Porter, Montana, and Hon. 
G. Walton Smith, Maine (five minutes each). 

“Reciprocal Exchanges”—Hon. W. B. Young, 
chief bureau of insurance, Nebraska. 

Discussion—Hon. Frank L. Travis, Kansas; 
Hon. Stacey W. Wade, North Carolina, and 
Hon. Thos. J. Houston, Illinois. 


WEDNESDAY, 2:00 P. M. 

Communications and reports. 

“Workmens Compensation Rates and Bene- 
fits’—Hon. J. S. Phillips, former superintend- 
ent of insurance of New York, and Hon. Frank 
H. Hardison, former insurance commissioner 
of Massachusetts (both former presidents of 
the convention). 

General discussion. 


Wepnespay, 8:30 P. M. 
Annual session of the “Pamunkeys.” 


TuHurRSDAY, SEPTEMBER 7TH, 10:00 A. M. 

Communications and reports. 

“Uniform State Laws to Regulate and Tax 
Marine Transportation Insurance’’—Hon. B. W. 
Gearhart, superintendent of insurance, Ohio. 
(After Mr. Gearheart has concluded the read- 
ing of his paper, the convention will go into 
committee of the whole to hear arguments from 
those interested in the subject.) 


TuHurspay, 2:30 P. M. 
Automobile excursion up the North Shore. 
The precise route has not yet been mapped out, 
but will follow in general the coast up into 
New Hampshire, where dinner will be had at 
the Hotel Farragut. 


Frmay, SEPTEMBER 8TH, 10:00 A. M. 

Communications and reports. 

A letter-box on departmental rulings and 
problems. 

(Commissioners who have problems before 
them for solution are requested to write them 
out and hand them to the secretary during the 
convention to be discussed at this session.) 

Election of officers. 

Executive session. 

Adjournment. 


SATURDAY, SEPTEMBER 9 
The Rhode Island insurance interests will 
entertain the convention at the Squantum Club 
near Providence. Further details of this trip 
will be given out at the convention. 


President James L. Case of the National 
Association of Insurance Agents has_ broad- 
casted a tribute to those who engineered the re- 
cent New England convention held in the 
White Mountains. He emphasizes the fact 


that this first attempt on the part of those inter- 
ested was successful, and he expresses the hope 
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WESTERN COMMISSIONERS 





Six Representatives of States Present 





MANY RESOLUTIONS PASSED 





Meeting Adjourned Without Further 
Action 

The meeting of representatives and officials 
of companies was called to order the forenoon 
of July 21 by Jackson Cochrane, Commissioner 
of Colorado; and immediately thereafter Mr. 
Harty of the International Life Insurance Com- 
pany was elected permanent chairman. There 
were fifty-one representatives and officials pres- 
ent. In the opening remarks Commissioner 
Cochrane set forth the purposes of their being 
called to this meeting and requested that the re- 
sults of their deliberations, in the form of sug- 
gestions and advice, be submitted to the confer- 
ence of commissioners. It was distinctly im- 
pressed upon them to avoid all forms of radical- 
ism and to confine their suggestions and advice 
to the commissioners to constructive and con- 
servatively progressive work. The deliberations 
of these gentlemen took form in the resolutions 
passed the following day at the commissioners’ 
conference. 

The commissioners’ conference was called to 
order by Hon. Frank L. Travis of Kansas, and 
thereupon Commissioner Cochrane was elected 
permanent chairman. The business transacted 
consisted of adopting some ten or eleven resolu- 
tions covering the subjects of twisting and un- 
fair competition, reserve laws, safety of insur- 
ance institutions, reciprocal law of exclusion, 
limitation of profits on fire insurance underwrit- 
ing, etc. 

Although only six commissioners were pres- 
ent, yet letters in reply were received to all in- 
vitations, the burden of which was invariably 
the regret of the recipient of his ability to at- 
tend on account either of lack of funds for the 
purpose or being then engaged in a political 
campaign in which his office was concerned. 

The meeting was adjourned sine die with the 
following remarks by Commissioner Cochrane: 

“Pursuant to the opening remarks I made 
this morning, I wish now to say for myself 
that the greatest consideration should be ac- 
corded the established companies. Remember 
that they have developed the institution of in- 
surance and that in that development they have 
done the great work of insuring the public. But 
as insurance institutions are merely distributors 
of loss and not creators of wealth, it is in- 
evitable that each section will develop its own 
distributors. To question this right would be 
fatal to the institution itself. The insurance de- 
partment, however, has a definite status in this 
matter. On the one hand are these tremendous 
institutions, with the young and new ones press- 
ing for recognition, and on the other hand the 
insuring public. The insurance department, then, 
is merely, to my mind, the shock-absorber of 
the impact of these two bodies. 








that State officers in other sections of the coun- 
try will follow the excellent example which has 
been set. 
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OHIO FARMERS INSURANCE COMPANY 
LE ROY, OHIO 


Organized 1848 
STATEMENT DECEMBER 31, 1921 


NEW YORK BASIS 





Unpaid Losses ...........00ccceececeececeuceecs 284,741.84 Reserve Emergencies ’............... $ 125,000.00 

oil = : . : INGUISUR GIG 510 35505 o/elo sok soisrece aire eee 1,043,141 .37 
Reserve Unearned Premiums ...............e000 SOOOMOGORGar me Sas 0 TY eee ene a 
ee ee 66,904 .50 Surplus to Policyholders ..............-.-.+.00.. $1,168,141.37 
Reserve All Other Expenses ..................00. 8,314.83 i Si $5,090,001.35 
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THE MASONIC MUTUAL LIFE ASSOCIATION 1857 908 
THIS DID NOT HAPPEN BY CHANCE 
New Insurance Issued in 1921............ $42,448,000.00 4 
eis in emamegmce in Force............... 30,124,750.00 Che Oldest Life Insurance Company 
nsurance in Force December 31, 1921... . 101,222,295.00 . ‘ 
 eeeeieennRge = — in the West has new territory for 
Increase in Assets..................000005 1,518,954.00 live agents. Its policies are liberal 
Increase in Reserve...................... 1,282,156.00 
Increase in Surplus.................. 225,575.00 and easy to sell. 
UNEXCELLED LIFE INSURANCE PROTECTION— 
LOWEST NET COST—ABSOLUTE SECURITY—PER- 
a a a ST. LOUIS MUTUAL LIFE INSURANCE CO. 
WILLIAM MONTGOMERY Homer Building ST. LOUIS, MO. 
President Washington, D. C. 
We Want Real Men AGENCY MANAGER WANTED 
a A Middle Western life insurance company is desir- 
with ability and resources to ous of obtaining the services of an Agency Manager 
develop three or four counties, who is capable of organizing and producing an agency 
getting and handling sub- ee SS ene with conditions in Ohio, 
agente Ohio, Indiana, An attractive contract wil be given the right man. 
Illinois, Missouri or Iowa. Address Middle West 
FARMERS NATIONAL LIFE INS. Co. Care of THE SPECTATOR, 
F. N. L. Building, 3401 Michigan Ave. Post Office Box 1117 City Hall Station, New York 
CHICAGO, ILLINOIS 

















FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 


tHome Friendiy Society 


of Baltimore, Maryland 


Charter Perpetual 
has grown so in popularity until it is now generally conceded to be pee rong Dale lete arene icra son Seb yor ane 6/6 Slee arereicialy 7 pe 
° * : : } sca?® i (i‘ ;KCtéC 0) Rie = i AASSBOTS wt ee eee wee rnne ’ 
“one of the leading Industrial life insurance companies in America cea EA NS A dae 11/318,327 
issuing LIFE, HEALTH and ACCIDENT Policies. COREE OT) OE RSS Sa ia Bip lee ire Ae ee ere 3,871,596 
Write for Surplus to Policy Holders.............. 4,871,596 


E. C. IRVIN, President. 


Rates and Terms to Agents J. W. COCHRAN, Vice-President. 

































He JNO. B. MORTON, 2d Vice-President. 
i lt M. G. GARRIGUES, Secretary and Treasurer. 
NEW and up to date policy A R. N. KELLY, JR., Ascistant Secretary. 
reg eI — opti 
toPolicyholdersan ents. 
gyF* NOT SO BIG to lose sight of seers LIFE INSURANCE COMPANY 
individual Agents, and big TIM 
enough to serve its Agency BAL ORE. MD. 
nsurance Company ron ada cca Re pm WILLIAM O. MACGILL, Presipent. 
psc ia IOWA and SOUTH Agents desiring to connect themselves with a solid and progressive, yet conservativt 
DAKOTA open for Agents. Life Insurance Company, -an address S. D. Powell, Secretary, giving — : 
DES MOINES, IOWA JAS. H. JAMISON, Pres’t Pang and Ordinary Life Insurance policies issued upon all attractive form 
e 
5) 
KANSAS’ GREATEST LIFE INSURANCE Attention, Insurance Men! 








COMPANY e 
A progressive insurance company recently licensed in Virginia, 


i ria sae : - and having over 600 prominent stockholders throughout the 
Invites Inspection Inquiry of Integrity State, has some excellent openings for ambitious insurance men 


who are anxious to secure General Agents’ or District Agency 


= contracts. Good leads furnished and every assistance given to 
The Farmers & Bankers Life develop territory and build up a permanent business. Liberal 
| C contracts to good men. Our policy is a quick seller. 
hnsurance ompany All answers treated with confidence 





yy: Address L=438, care of THE SPECTATOR 
Home Offices Wichita, Kansas P. O. Box 1117, New York City, N. Y. 
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New, Improved and Greatly Enlarged Edition of 


Fire Insurance Inspection and Underwriting 


By C. C. DOMINGE and W. O. LINCOLN 


Associate Members, National Fire Protection Association 
Members, Insurance Society of New York 





3200 DIFFERENT SUBJECTS TREATED 
NUMEROUS ILLUSTRATIONS 





A Complete Text and Reference Book for 


Fire Insurance Inspectors and Underwriters, Students, 
Firemen and Others Interested in Fire Prevention 





Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 
Chemicals and their Hazards Described 
Manufacturing Processes & Special Hazards Listed 





Alphabetically Arranged—Printed on Thin Paper—Bound 
in Flexible Covers—Just the Book for the Under- 
writer in Office or Field 





PRICES 


Flexible Binding, $5.00 
De Luxe edition, thumb indexed, $6.50 


THE SPECTATOR COMPANY 
PUBLISHERS 
CHICAGO - - - - --- - 





NEW YORK 











1922 EDITION 


DISTRIBUTION BY STATES 


OF FIRE INSURANCE 
IN THE UNITED STATES 


Shows 1921 Net Premiums Received and Net Losses 


Incurred in 


EACH STATE and in CANADA 


in the following divisions 


Fire Insurance, Motor Vehicle Insurance, 
Tornado Insurance, Hail Insurance. 
Total Business (All Classes) 


The statistics relating to Fire Insurance and Total Business 
are subdivided according to classes of companies as follows: 
STOCK COMPANIES 
MUTUAL COMPANIES, 

LLOYDS and INTER=INSURERS 


Totals for 1921 and when possible for four previous years 
follow each division in each State’s record. 
There are also given two 
IMPORTANT RECAPITULATION TABLES, 
ONE COVERING BUSINESS OF 1921 


while the other summarizes the 


TRANSACTIONS OF 37 YEARS 


This valuable book of 330 pages is handsomely bound in leather, 
of a size to fit the pocket, and should find a place on the desk 
or in the grip of every managing underwriter and special agent. 


PRICE, $10. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 











INTERSTATE CASUALTY CO. 


BIRMINGHAM, ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 


CHICAGO SAN FRANCISCO HOUvUSTON — 
830 Insurance Exchange Alaska Commercial Chronicle Building 
Building Building 
LOvuISVILLE Satt Lake City ALBUQUERQUE 


Gaunt & Harris 1015 Boston Building 112 South Third Street 


Speed Building 











The Fidelity an sualty Gmpany ot NewYork 


—1876— ROBERT J. HILLAS, Pres. —1922— 
Total Assets - - Over Twenty-five Million Dollars 
Total Reserves - - Over Nineteen Million Dollars 


Over Six Million Dollars 
Over Eighty-six Million Dollars 


Surplus to Policy Holders - : 
Losses paid to Dec. 31, 1921 














CASUALTY LINES Surety Lines 
ACCIDENT FIDELITY 
HEALTH COURT 
iasitity |Casualty Insurance| con:Ract 

COMPENSATION y FIDUCIARY 
AUTOMOBILE d DEPOSITORY 
BURGLARY an OFFICIAL 
ROBBERY CUSTOMS 

PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 
BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS 




















“INSURANCE THAT INSURES’’ 


























North British «« Mercantile 
Insurance Company 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 
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HOME LIFE INSURANCE COMPANY 


New York 


On the one hand--- WM. A. MARSHALL, President 


The 62nd Annual Report Shows: 
Premiums received during the year 1921 


there’s the life agent whose initial equipment consists Payments to Policypolders and their beneficiaries in Death 
Claims, Endowments, Dividends, Etc 


of the proverbial ‘‘rate-book, set of supplies, and a Amount Added to the Insurance Reserve Funds 
ie Net Interest Income from Investment ; 
God-bless-you. ($642,638 “ excess of the amount required to maintain the 
reserve 


Actual mortality experience 53.44% of the amount expected. 


Then there’s the Peoria Life man. He is first Insurance in Force 
Admitted Assets 


given a thorough course of instruction in Insurance 

p = FOR AGENCY APPLY TO 
and the theory and practice of Salesmanship. GEORGE W. MURRAY, Superintendent of Agents 
Then he has policy contracts that embody every soschstpnts aia NEW YORK 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he INSURANCE AGENTS 
writes. An experienced Home Office representa- Policy and Prestige are the two most powerful factors in'the successful selling of Life’Insuranes, 


Both operate to the advantage of Great-West Life Agents. Our Policies are easy to sell—liberal 


tive gives him personal training and help—not only in terms, but soundly based. The Company’s record is one of unequalled progress, paralleled 
by efficient and economical operation. 


at the outset, but continuously and at frequent We have a first class proposition for first class agents. If interested address enquiries to 


intervals thereafter. He knows that he is working THE OE COMPANY 


with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant EXCELLENT OPPORTUNITY 


expansion are filled from its own agency ranks. for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts, Liberal 


policies. 


Is it surprising that Peoria Life men are 
| happy and successful? CAPITOL LIFE bppincp na rete COMPANY 


Clarence J. Daly, President DENVER, COLORADO 


Peoria Life Insurance Company || THE WOMAN’S BENEFIT ASSOCIATION 


PEORIA, ILLINOIS OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
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Largest Fraternal Benefit Society of Women in the World 





A ‘‘Millionaire’’ Fraternal Benefit Society 
rr The Rates are Adequate 
The Membership is over 250,000 
The Reserve Fund is over $15,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of its Members 


**Life Insurance and te mo De mag Bm 


—HowTo Sell It” 


ERE’S A BOOK “chock full” of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 


Write for information to 
Miss Bina M. West Miss Frances D. Partridge 
Supreme Commander Supreme Record Keeper 
Port Huron, Michigan Port Huron, Michigan 
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‘GRAND RAPIDS LABEL CO. 


GRAND RAPIDS, 


FOR FOLDER 
SHOWING ELABORATE DISPLAY 





MIDLAND LIFE INSURANCE COMPAN 
KANSAS CITY, MISSOURI q 


THE COMPANY. Backed and endorsed by the most substanti 
and influential business men in Kansas Ut 


a 


ABSORBING AND INTERESTING 
$1.00 postpaid 


THE MANAGEMENT. Practical insurance men of long expe ien 
and conspicuous success. 


THE TERRITORY. MISSOURI, KANSAS, OKLAHOM 
COLORADO, TEXAS. The best terrim 
in the country to-day. : 


The Insurance Field Co. 


Incorporated 


Box 617 Louisville, Ky. 


ites caren aecerasianriesiie DANIEL BOONE, President DANIEL BOONE, Jr., Secreta | 
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THE SPECTATOR 











WANTED 


with Executive and Salesmanship ability; pref- 

bly one who has had Teaching or Life Insurance ex- 
erably e, or a Callege Education, to become local Manager for 

Educational Department of a large corporation that is 
- the public a_contract guaranteeing the School and 
College Education of Young America. ' 

At present the following States: Pa., Ohio, Ill., Mo., Minn., 
Ark., Okla., Texas, and Kansas. 

Write— 
W. FRANK SMITH, Manager 

3719 Washington Ave., St. Louis, Mo. 


A man 


to sell 











INTER-OCEAN CASUALTY COMPANY 


FounpDED 1903 
CINCINNATI, OHIO 


Premium Income, 192] 
Increase Over 1920 
Admitted Assets, December 3], 1921 
Increase Over 1920 


Above figures verified by examination of the Insurance Departments of 
Indiana and Ohio under auspices of Examination Committee of the National 
Convention of Insurance Commissioners. 


Health and Accident Insurance only 





Write Home Office for Desirable Territory 
J. W. SCHERR, President Ww. G. ALPAUGH, Secretary 




















The Home Life Insurance Company of America 


ncorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L, Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 














WE WANT AGENTS 


to push our five=point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY Ci. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa 
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GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 


Address 
ERNEST C. MILAIR, 
Vice-President and Secretary 

















THE SIGN OF GOOD CASUALTY INSURANCE 
LIABILITY 
ACCIDENT 
HEALTH BOILER 
AUTOMOBILE TIP LANDLORDS 
TEAMS 4 > hd) ene ELEVATOR 
COMPENSATION SAN BLASS Be GENERAL LIABILITY 

Established ’ tia 1869 


LONDON GUARANTEE & ACCIDENT 00,, Ltd., °Ewetano™ 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 


BURGLARY 
CREDIT 





F. J. WALTERS, Resident Manager, 55 John Street, New York. 
STOKES, PACKARD, HAUGHTON & SMITH, 
434 Walnut Street, Fhi'adelphia, Pa. 


Resident Managers 
ELMER A. LORD & CO., Resident Managers 145 Milk Street, Boston, Mass. 








Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 


H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 




















GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 


‘Iwo good personal producers may combine 
to get contract. 








If you cannot produce personally do not 
apply. 


Address West Virginia, care of THe SpxcTATorR, 
P. O. Box 1117, New York City, N. Y. 
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A VALUABLE SET OF ACTUARIAL BOOKS 


ILLINOIS ILLINOIS = TLLINOIS 
STANDARD STANDARD STANDARD 
TABLES TABLES TABLES 
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FACKLER  FACKLER = FACKLER 
AND AND AND 
FACKLER = FACKLER = FACKLER 


mE VOLUME VOLUME 
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MEAN COST OF 
RESERVES INSURANCE 
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PECTATOR SPECTATOR SPECTATOR 
COMPANY COMPANY COMPANY 


VOLUMES I AND II NOW AVAILABLE 


Illinois Standard Tables 


NET PREMIUMS, TERMINAL RESERVES, 
MEAN RESERVES, AND COST OF INSURANCE 


Modified Preliminary Term, Illinois Standard 
American Experience Three and 


One-Half Per Cent 


TABLES FOR: 


Life and Limited-Payment Life, Eleven Plans 
Endowments for Stated Periods, Seven Plans 
Limited-Payment Endowments for Periods, Fifteen Plans 
Endowments at Stated Ages, Six Plans 
Limited-Payment Endowments at Ages, Eighteen Plans 


IN THREE VOLUMES 
EACH VOLUME COMPLETE IN ITSELF 


Volume I. Net Premiums and Terminal Reserves. 
Volume ITI. Mean Reserves. 














Volume III. Cost of Insurance. 


Single Volume Computed by’ Volumes 


$95.00 FACKLER & FACKLER— - $60.00 








Consulting Actuaries 


Set of Three 

















THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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